Fhe NATIONAL, 
UNDERWRITER 


Like Inrwrance Edition 


Franklin Exelusives - 
we don’t sell them- 
we explain thent 


San Diego, California 
May 15, 1956 


E. W. CHILTON 


Mr. George Landis, State Manager 
Franklin Life Insurance Company 
Los Angeles, California 


Dear George: 

It was a real thrill to inventory my agency business for 1955, and to realize 
that our agency ended up in seventh place for the entire company in net paid 
business with a total of $2,393,000. This is something, when you realize that 
Franklin Life has had the most fantastic growth in the entire industry, paying for 
over $500,000,000 of Ordinary in 1955. 

This agency started from scratch just two and a half years ago and yet my 
personal earnings last year exceeded $16,000, and this does not include my very 
substantial renewal account. | have over $5,000 of beautiful office furniture and 
business machines bought and paid for, and we are just starting to grow. 

This agency is not being built by a salaried manager, who does not produce 
personally, having his men make his living for him. | am proud to state my 
personal production, while not the largest in the agency, was substantial, with 
persistency of 94% for the past two years, qualifying me for the National Quality 
Award. 

Franklin Life, without any doubt, is the greatest merchandiser in the industry. 
Franklin exclusives are the answer. We don't sell them—we explain them. 


Sincerely, 


E. W. Chilton 


An agent cannot long travel at a faster gait than the company he represents! 


AN. INSURANCE 
4 COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Dollars of Insurance in Force 
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Parley with FT 
Lawyers on Rul 
2 (b) Gets Nowhere 


Tightened Version Will Be 
Applied Literally Despite 
Cost, Needless Complexity 


Efforts of attorneys representing the 
A&S business to persuade the Fed- 
‘eral Trade Commission’s legal staff to 
_ease the harshness of the FTC’s final 
‘and much tougher version of rule 
'2(b) of the A&S trade practices code 
‘got a sympathetic hearing but no 
relaxation whatever in the FTC’s in- 
tention to apply the rule completely 
literally, at least for the foreseeable 
future 
| This means that if companies want 
to comply with the FTC rules they 
will have to give up such widely used 
expressions as “up to” or “as high as” 
in their advertising except under con- 
ditions generally regarded as imprac- 
ticable. 


Rule 2(b) in the original draft mere- 
ly required that advertising using such 
language as “up to” and “as high as” 
also indicate that payments were sub- 

‘ject to limits set forth in the schedule 
/ in the policy. Under revised rule 2(b) 
' expressions like “up to” and “as high 
as” can’t be used unless (1) the spec- 
‘ified amount applies to every benefit 

‘in the policy, should the charge run 
that high, or (2) the entire benefit 
schedule is printed in the advertise- 
ment. Neither of these is regarded as 
being feasible. 

What choice does this leave A&S 
‘insurers that in the aggregate stand 
to lose several million dollars in dis- 
carded advertising and sales aids— 
plus uncounted millions in weakened 
i sales effectiveness—if they attempt to 
| straitjacket themselves by complying 
| literally wih rule 2(b)? The alterna- 
_tive is to take the calculated risk of 
| ignoring rule 2(b) in its new and 
| stricter form, though complying with 
the earlier version, which parallels the 
| National Assn. of Insurance Commis- 
| sioners cede. 
| It is frequently pointed out that 
| any trade practice code put out by the 
| FTC is merely a considered expres- 
sion of what the commission thinks 
the law is but is not necessarily what 
the law really is. That is something 
that only the courts can determine. 

The fact that, A&S insurers stand 
to lose so much money in junked 
advertising and weakened sales appeal 
if they follow literally the FTC’s rule 
2(b) increases enormously the pres- 
sure to ignore the new form of rule 
2(b) until and unless the courts fi- 
nally determine that A&S_ insurers 
have no choice but to submit to the 
FTC’s ultra-strict interpretation in or- 
der to comply with the law. 

Addng to the appeal of this course 
is the possibility that the FTC as a 
matter of strategy is claiming a lot 
more authority than it has any idea 

(CONTINUED ON PAGE 15 





House Committee OKs 
Continuing 1955 Tax 
on Life Companies 


The House ways and means com- 
mittee has favorably reported a bill 
applying the 1955 formula for taxing 
the income of life companies to the 
tax year 1956. 

The bill was favorably reported out 
by the committee following introduc- 
tion of identical companion measures 
by Reps. Mills of Arkansas and Curtis 
of Missouri. 

If passed by the House, the bill will 
have the effect of applying the same 
formula to life company income taxes 
payable in 1957 on 1956 operations as 
applied to taxes payable in 1956 on 
1955 business. 

Early passage of the bill is expected 
in the House, and it then will go to 
the Senate finance committee for con- 
sideration. Treasury officials have said 
they will not oppose its enactment, and 
for this reason, it is expected that 
Senate action also will be favorable. 

The joint tax committee of Ameri- 
can Life Convention, Life Insurance 
Assn. of America and Life Insurers 
Conference unanimously recommend- 
ed this extension of the present stop- 
gap law. 


Slate SEC Hearing 
to Question Houston 
Company Stock Sales 


Securities & Exchange Commission 
will hold a hearing July 10 at Houston 
to decide if a stop order should be is- 
sued against a registration statement 
filed by Columbia General Investment 
Corp., Houston, proposing the offer of 
100,000 shares of common stock at 
$4.50 a share. 

The company proposes to use pro- 
ceeds to make investments similar to 
those which it has in mortgage loans, 
real estate, stocks, bonds and other se- 
curities, including the common stock 
of Columbia General Life of Houston. 

The commission also has ordered a 
public investigation into past sales of 
stock of the investment firm and life 
company by Columbia General Invest- 
ment, Columbia General Life, Colum- 
bia Securities Co., Thomas E. Hand 
Jr. and J. Ed Eisemann III, who are 
listed as president and vice-president 
of the life company, respectively. SEC 
wants to learn whether the securities 
and investment acts have been vio- 
lated. 

If information obtained from the 
registration statement and from a pri- 
vate investigation is true, SEC said, it 
tends to show that “stock of the two 
companies was offered and sold by 
means of false and misleading repre- 
sentation with respect to the general 
history and development of the com- 
panies and the valuation of their as- 
sets; practices followed in connection 
with the offer and sale of their shares; 
and activities, transactions and inter- 
ests of Mr. Hand and Mr. Eisemann in 
the formation of the companies and 
the sale and distribution of their se- 
curities.” 


Strict Non-Can Ad 
Rule Adopted in Ind. 


ee Indiana 

partment has become the first since 
the commissioners’ meeting at St. 
Louis to take a stand in the war of 
terminology in non-cancellable A&S 
insurance. Just as soon as the guide for 
A&S advertising was promulgated by 
NAIC, the old time writers of non-can 
began battling the use of this descrip- 
tion of insurance on the part of com- 
panies which have within recent years 
come on the market with a non-can 
policy that allows changes in premium 
by classes or some changes in benefits. 
Massachusetts Indemnity and Massa- 
chusetts Protective have argued before 
the commissioners that non-cancell- 
able is insurance that cannot be re- 
underwritten in any way, while 
companies specializing in the new cov- 
erage, such as Prudential, have con- 
tended that they are selling non- 
cancellable insurance because the 
terms of the contract do not permit 
them to get off the risk, although they 
can change the premium by classes. 


Indiana has sided with the Massa- 
chusetts insurers, holding in a directive 
that non-can policies must clearly 
state the insurer’s right to modify or 
adjust the premium, benefits or risk of 
the policy in any advertisement. Such 
a statement must appear “in close 
conjunction” to the wording that rep- 
resents the coverage as non-can and 
guaranteed renewable. If such word- 
ing does not appear and the right to 
make such adjustments does exist, any 
statement that a policy is non-can and/ 
or guaranteed renewable is a mis- 
representation, the directive says. 

According to Sam Kauffman, ad- 
ministrative assistant to Commission- 
er Davey, the purpose of the directive 
is to prevent any misrepresentation of 
non-can policies. Mr. Kaufman said 
that the policies employing premium 
adjustments have caused no trouble 
in Indiana, and the directive is de- 
signed to prevent them from occuring. 

At St. Louis, the strict non-can 
people suggested the variable premium 
non-can be called “can can.” 





Pru and Union Make 
New 3-Year Contract 


Prudential has reached an agreement 
with Insurance Agents’ International 
Union, AFL-CIO, on a new 3-year con- 
tract covering 15,000 debit agents in 
34 states and District of Columbia. 

The contract provisions include a 
$5.71 weekly cash increase and $1.03 
worth of other employe benefits pro- 
vided by the company. 

Before it becomes effective, the pact 
must be ratified by the members. The 
union’s collective bargaining policy 
committee has recomended ratification. 
The effective date will be July 2. Ne- 
gotiations lasted about five months. 





Equitable Society has made _ its 
largest timber loan, a $5.1 million 
mortgage agreement with Southwest 
Lumber Mills, Inc., of Phoenix, which 
has purchased 87,000 acres in Arizona 
from Aztec Land & Cattle Co. 


NALU Issues Strong 
_ Statement Opposing 
Jumbo Group Plans 


Hits Opposition of Some 
‘Prominent Companies’ to 
20-40 Limit’s Enactment 


WASHINGTON—The National As- 
sn. of Life Underwriters has issued 
a statement em- 
phasizing anew 
its opposition to 
so-called “jumbo” 
group life insur- 
ance plans and 
listing four major 
reasons for its op- 
position. 

“Group life 
plans providing 
individual term 
coverages running 
into six figures 
have become dis- 
turbingly commonplace today,’ the 
statement said. “Perhaps the most re- 
cent and most outstanding example— 
and certainly the one which has 
aroused the most critical controversy 
in the life insurance business—is that 
which provides the 20,000 General 
Motors dealers with coverage in 
amounts ranging up to $100,000.” 

The four major grounds on which 
NALU opposition is based are: 


1. Excessive amounts of coverage 
violate the basic concept of group term 
life insurance as being a form of social 
insurance. 

2. Jumbo coverages may invite ad- 
verse tax legislation affecting the 
owners of both group and ordinary 
insurance. 

3. Excessive group term coverage 
overshadows permanent insurance 
needs. 

4. Jumbo coverages tend to under- 
mine insurance’s agency system. 

The NALU board of trustees di- 
rected that the statement be issued. 
It was released by David B. Fluegel- 
man, general agent in New York City 
for Connecticut Mutual, as chairman 
of the NALU group insurance com- 
mittee. 

The statement urged wider industry 
support of the so-called $20,000-$40,- 
000 group limit statutory formula de- 
vised in 1952 by NALU, American Life 
Convention and Life Insurance Assn. 
of America, and subsequently adopted 
by National Assn. of Insurance Com- 
missioners. 

“We think it regrettable,” it con- 
tinued, “that this formula... has thus 
far found its way into the law of only 
20 jurisdictions, excluding a number 
of the most important industrial states 
which still have no group limits at all. 
We also regret to state that one of the 
principal obstacles to its adoption has 
often been the recalcitrant attitude of 
some of our prominent group-writing 
companies. 

“It is our hope that such companies 
will not persist in their opposition to 

(CONTINUED ON PAGE 16) 
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Variable Annuity 
Incompatible with 
Insurance: Evans 


The life insurance business has at- 
tained its prestige and public accept- 
ance on guaranteed benefits, but there 
is nothing guaranteed in a variable 
annuity, which is totally incompatible 
with the principles of life insurance, 
declared President Richard B. Evans 
of Colonial Life at the general agency 
department’s annual education confer- 
ence at Skytop, Pa. 

Mr. Evans said he had heretofore 
purposely remained silent on variable 
annuities because he is chairman of 


the joint industry committee studying 
the subject, and he felt his comments 
might be construed as the thinking of 
the committee. 

In expressing his personal convic- 
tions on the matter, Mr. Evans stated 


that variable annuities 
reaching implications in the area of 
regulation. They give rise to thé possi- 
bility of an atmosphere inimical to the 
future healthy growth and develop- 
ment of life insurance. 

The insurance business has been 
regulated by the states under provi- 
sions of the McCarran act, which has 
been challenged by Federal Trade 
Commission in its insistence that it 
has jurisdiction over A&S advertising. 
It may take a decision by U. S. Su- 
preme Court to resolve that question, 





be a 


invite far- which the basic philosophy is foreign 


Mr. Evans called attention to the 
significance of this statement by the 
director of Securities & Exchange Com- 
mission: ‘From the evidence submitted 
to SEC, it would appear that the sale 
of a variable annuity constitutes the 
sale of securities. Such being the case, 
it must come under the purview of 
the federal acts governing invest- 
ments.’ 

Life insurance has been built up by 
the conscientious efforts of many 
agents who have established reputa- 
tions based on service and the prompt 
delivery of guaranteed benefits, Mr. 
Evans said. Their work has become 
increasingly complex, requiring con- 
tinual study of estate building and 
business insurance questions. They are, 
in fact, specialists in guaranteed values 
and benefits. 

“It is now proposed that they sell 
something which is not guaranteed,” 
Mr. Evans went on. “I do not think 
this should be permitted. In entering 
the orbit of variable annuity distribu- 
tion, they would be in an area in 


Principal speak- 
ers at the Colonial 


Life conference 
were (left to 
right) William H. 


Fissell, superinten- 
dent of ordinary 
agencies; Robert 
C. Gilmore, field 
consultant of Mu- 
tual Benefit Life 
at Bridgeport, 
Conn.; President 
Richard B. Evans; 
David B. Fluegel- 
man,_ general 
agent of Connecti- 
Mutual Life’ in 
New York City, 
and Eric G. John- 
’ son, vice-president. 


to their concept of public service 
through guaranteed benefits.” 

Speculation should be confined to 
the facilities already available, he said. 
However, if variable annuity legisla- 
tion is enacted, the life insurance in- 
dustry should insist on strict licens- 
ing laws in the various states to con- 
trol the sale of variable annuities. 

A guest speaker, David B. Fluegel- 
man, general agent of Connecticut Mu- 
tual Life in New York, agreed with 
Mr. Evans that the variable annuity 
concept is incompatible with life in- 
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National of Vermont 
President Warns of 
Untair Tax Threat 


Deane C. Davis, president of Nation- 
al Life Vermont, told an educational 
conference of his company at Murray 
Bay, Quebec, that a call to verbal arms 
is needed to face the threat of in- 
creasingly heavier taxation of the life 
industry. He said a proposed Treasury 
Department plan expected to be 
handed to Congress next January 
would in effect apply the general cor- 
porate income tax formula to life com- 
panies. 

Pointing to a widespread feeling on 
the part of the public generally that 
life companies are not paying their 
fair share of federal income tax, Mr. 
Davis explained that when both state 
premium taxes and federal income 
taxes are taken into account, the life 
industry—or rather the policyholder— 
is paying $4 in taxes for every $100 of 
premium. “This is a greater tax upon 
savings than is now applied in any 
other form of institutional saving,” Mr. 
Davis emphasized. 

Mr. Deane’s talk keynoted National 
of Vermont’s five-day conference dur- 
ing which the company’s CLU associa- 
tion met and elected Merrill W. Mac- 
Namee, Chicago, president, to succeed 
Elliot L. Haas, Atlanta. Other officers 
are Warren F. Shult, Bloomington, II1., 
vice-president, and Karl H. Schmidt, 
Cleveland, secretary. 

Prior to the educational conference 
at Murray Bay, National of Vermont’s 
General Agents Assn. met for four days 
at Montreal and elected Harold T. Dil- 
lon, Atlanta, president. Other officers 


of this group elected are Norman 
Smyth, Denver, vice-president, and 
Arthur L. Beck, Buffalo, secretary- 


treasurer. 








surance principles. 

“We should not invade the field of 
the security salesman and similarly we 
don’t want security salesmen to sell 
life insurance,” Mr. Fluegelman said. 
Although the rising stock market looks 
attractive, it can turn the other way. 
It is difficult enough just to keep up 
with what is going on in the life in- 
surance business, without becoming ex- 
perts in gauging and worrying about 
market trends, he added. 

Another guest speaker was Robert 
C. Gilmore, field consultant of Mutual 
Benefit Life at Bridgeport, Conn. He 
spoke on the five imaginative concepts 
in salesmanship, which are the human 
life value, transfer of capital, capitali- 
zation of property, life insurance as 
good property and saving less and hav- 
ing more to spend. 

Vice-president Eric G. Johnson, who 
presided at the sessions, said the in- 
dustry has a responsibility to sell 
retirement coverage as much as pos- 
sible. It must counter the tendency 
thereby cover more adequately the 
to buy large amounts of term and 
present and later needs for income. 

Joseph B. Treusch, director of sales 
promotion, introduced a new retire- 
ment income sales kit. Also presented 
was a “fact-o-graph,” a visual instru- 
ment designed to help agents obtain 
information on which to base a coor- 
dinated program for the prospect. 
Round table sessions were held to 
analyze sales processes. 

The 3-day meeting was closed by 
Mr. Johnson, who expressed enthusi- 
asm for the immediate future of life 
insurance. 





M. Dean Dooley has been appointed 
manager of Indianapolis agency of 
College Life. 
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Federal L.&C. Gets 
Cover for Free A&S 


on Dutch Emigrants 


Federal Life & Casualty has been 
awarded by the Netherlands govern- 
ment the coverage on its emigrants to 
America under a plan which will pro- 
vide free accidental death and disabil- 
ity insurance for all Dutch nationals 
entering the United States under the “* " 
refugee relief act. The contract calls Wichi 
for accidental death, weekly A&S dis- Holt, 
ability, dismemberment and hospital- te@S¥ 
surgical coverages for every family “° 
embarking for the United States from 
the Netherlands or one of its pos- 
sessions. More than 7,000 families ~. 
are expected to receive the coverages, i rout 
which will be provided free by the tt 
Netherlands government, protecting Tom 
them en route and after arrival in the Life 
U.S. ae 

Federal was given the business after ae 
competitive bids were submitted to the ond ‘ 
Netherlands government. Holland~ Great 
American agency of Battle Creek will snd Vv 





service the coverage and claims. ‘Angelc 
ers at 
American Life of Ala. meetin 


= ‘sas ge 
Acquires Dallas Insurer itte 
Acquisition of all assets and business preside 
of Reinsurance Co. of America, Dallas dinary 
by American Life of Birmingham, Ala. | Amo 
has been announced by Troy V. Posj{sions ¢ 
of Dallas, board chairman of the Ala-!n& wa 
bama company. outstan 
The merged company will operate the CL 
as American Life of Birmingham, withSaid. t! 
total insurance in force in excess of 'Tainini 
$185 million. The Alabama company Which 
currently is licensed and doing busi- tainty 


ness in 10 southern and southwestern, They 
states, including Texas and also in thgttsel 4 
itr 


Panama Canal Zone. A broad expan- 
sion program is now under way which ‘orney ° 
anticipates entry into 10 additiona)sional 1 
states. with tl 

The Alabama company, according Particip 
to Mr. Post, now has capital and surge’ J 
plus well in excess of $2 million, a Life, D 
contingency fund of more than $3 mil {necticut 
lion and assets in excess of $20 mil- William 
lion, along with an agency force of 


Worth. 
1,000. Reinsurance Co. of America; A toté 


licensed in Texas only, as of last Dec|sociatin 
31, reported assets of $5,171,722, in- a “ 
cluding the Life Co. of America build. Convent 
ing in downtown Dallas, which is th Galvestc 
headquarters of Reinsurance Co. 0 put in t 
Auestive conventi 

Mr. Post, who also is president o pe defer 
American Independence Life of Hous 
ton, said the Houston insurer woul Folson 
conduct its business separately sinedPool y: 
it does a life business exclusively wit 7 
officers of the armed forces. American); vo 
Life of Alabama, on the other hand se lesa 
issues a full line of ordinary, indus+peajth ir 
trial, group and credit life insurance. |izations, 

Mr. Post said the merged company isShield, t 
aiming for a goal of $1 billion in forcquntary h 
within the next 10 years. Mr. Post ig®ing afo 
a former president of the Texas Lega see ge 
Reserve Officials Assn., Eemee ¢ 
has about 80 company members. 
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Life of Louisiana Accepts 


Business of Dallas Insurer 
Life of Louisiana has reached an re 
insurance agreement with Old Lin@Life of 
Life of Dallas, one of seven Texas life oe 
and A&S companies which failed to2 Billi 
qualify for relicensing as of June 1 Life of 
Old Line will turn over all A&S andjbillion m: 
life business written in Louisiana to/fhe com 


the New Orleans insurer. and Distr 
In a st 


emplo 
Carolina Home Life has entered Ala- baa that : 
bama, its third state. 
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Texas Life Agents, 
Managers Hold 
, Annuals at Tyler 


las been ; : 
govern- Texas Assn. of Life Underwriters 
srants to concluded a three-day convention at 


Tyler with the election of R. L. Mc- 
| disabil- Millon, Business Men’s_ Assurance, 
nationals Abilene, as president. Others elected 
nder the 2re W. T. Spencer, American National, 
Wichita Falls, vice-president; J. E. 
Holt, Aetna Life, Houston, secretary- 
treasurer. The retiring president is Ben 
P. Atkinson, American General Life, 
Austin. 

Texas General Agents & Managers 
Conference also met in conjunction 
with the agents convention and elected 
h Newman E. Long, Great-West Life, 

by t ' Dallas, president. 
rote cting Tom N. Moody, Connecticut Mutual 
al in the Life, Fort Worth, was reelected lst 

vice-president. Others elected are R. 
ess after N. Chapin, Tennessee Life, Houston, 
>d to the 2nd _ vice-president; William Scales, 
Holland~ Great Southern Life, Tyler, secretary, 
eek will snd V. W. Kelley, Amicable Life, San 
> ‘Angelo, treasurer. Among the speak- 

ers at the General Agents & Managers 
la. meeting were Foster Vineyard, Arkan- 

sas general agent for Aetna Life at 
Ure? Little Rock, and Field Scovell, vice- 
busines; president and superintendent of or- 
, Dallas dinary agencies, Southland Life. 
am, Ala. Among the several features and ses- 

V. Pos{sions of the Texas associations meet- 

the Ala-ing was a CLU breakfast where three 
outstanding Texas agents told what 
operatethe CLU training did for them. They 
1m, withsaid. the disciplined study of CLU 
xcess of taining developed _ self-confidence 
ompan which enabled them to speak with cer- 
g busi- tainty before any prospect. : 
western They said the CLU designation in 
o in the itself caused other professional men, 
expan- ‘rust departments of banks and at- 
y which torneys to recognize them as profes- 
ditionaj sional life insurance men and to work 
‘with them willingly. The three who 
cording Participated in the CLU discussion 
al sur- Were John P. Costello, Southwestern 
Rion q Life, Dallas; E. Dale Shepherd, Con- 
$3 mil. necticut Mutual Life, Houston, and 
0 mi]. William R. Bagg, John Hancock, Fort 
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A total of 548 members of Texas as- 
sociation qualified during the past year 
for national quality awards. During the 
convention, El Paso, Brownsville, and 
Galveston, all in true Texas fashion, 
put in their bids as sites for the 1957 
convention. Selection of the city will 


be deferred until September. 
lent of 


ol Folsom Seeks OK to 


- sinc¢¢Poo] A&S Resources 


dle WASHINGTON—Representatives of 
hae life and A&S insurers are studying the 
_an@iadministration proposal to permit 
indus+health insurers and non-profit organ- 
ance. jizations, such as Blue Cross and Blue 
many igShield, to pool their resources for vol- 
1 forcauntary health insurance without run- 
Post igning afoul of the anti-trust laws. It 
Legalseems generally agreed that there is no 

chance Congres will pass such a law 
| NOWthis session. 

When Marion B. Folsom, Secretary 
of Health, Education & Welfare, sub- 
mitted the pooling bill, he also called 
for passage of the administration health 
reinsurance bill, which has been in 
committee many months. 
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LinéLife of Va. Passes 


as life Hews a 
ed td$2 Billion in Force 


ine lj Life of Virginia has passed the $2 
S andjbillion mark in volume of life in force. 
na tojfhe company is licensed in 24 states 
and District of Columbia. 

In a statement to policyholders and 
employes, President Charles A. Taylor 
aid that size alone is not an assurance 








| Ala- 


of strangth, nor is bigness always 
symbolic of excellence. But passing the 
$2 billion mark is evidence of public 
acceptance of the company’s services, 
a capable aggressive, agency organiza- 
tion, an efficient home office staff and 
sound progressive management. 





Ohio, St. Louis Insurers 
Become ALC Members 


Credit Life of Ohio and National 
Home Life of St. Louis have been ad- 
mitted to membership in the American 
Life Convention, bringing ALC total 
membership to 251 companies. 


Tex. Court Says Legal 
Place for Personal 
Tax at Home Office 


The Texas supreme court has ruled 
that the home offices of Texas Life 
companies are the legal locations for ad 
valorem taxes on personal property 
used in branch offices. The court ren- 
dered its decision in a case involving 
the city of Dallas and Texas Pruden- 
tial of Galveston. This case arose out 
of efforts of the city of Dallas to col- 
lect an ad valorem tax on office furni- 


ture in the Dallas branch of Texas 
Prudential, contending that the pro- 
vision placing location of taxation in 
the home county was applicable only 
to intangible property. ; 

The supreme court said in part: “It 
is evident...that the legislature in- 
tends that all personal property of a 
domestic life company should be taxed 
according to a formula based on the 
difference between the total assets (ex- 
cluding real estate) and the gross re- 
serves on policies, and that the tax- 
able situs of all personal property 
should be at the home office.” 











MUTUALYJLIFE 


Another Forward Step 
in John Hancock’s 
Program of Progress 


ATTRACTIVE NEW RATES 


on 


Preferred Risk Whole Life 


and Term Policies 


effective July 1, 1956 


Get the facts today on how these contracts may 
, be used for Personal Insurance, Family Pro- 
tection, Business Security and Estate Taxes. 
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Sales Ideas That Work 





Split-Dollar Awakens Interest in 
Key-Man Sales, Uncovers Other Needs 


Earl W. Cryer. director of field train- 
ing of Guardian Life, spoke on “The 
Split-Dollar Insurance Plan” at the 
annual meeting of President’s Club, 
top production group, in Boca Raton, 
Fla. Because of the interest in this 
timely subject, Mr. Cryer’s talk is 
printed here in full. 

In this employe benefit plan we have 
a new interest-getting approach for 
the sale of key man insurance. Actual- 


ly, the split-dollar plan is not new— 
but it has recently been removed from 
a “legal and tax cloud” that has made 
it a questionable sale for the past sev- 
eral years. As Price H. Topping,, asso- 
ciate general counsel, indicates in his 
“Legal Point,’ regular feature in the 
field magazine Service, properly han- 
dled the split-dollar plan has many 
advantages and valid uses. Also, we 
now have sample forms and procedures 


Beneficial 


THOUGHTS 


Twelve things to remember: the value of time, 


the success of perseverance, the pleasure of 


working, the dignity of simplicity, the worth of 


character, the power of kindness, the influence 


of example, the obligation of duty, the wisdom 


of economy, the virtue of patience, the improve- 


ment of talent, the job of originating. 


—Marshall Field 


BENEFICIAL LIFE 


is your 


life insurance 


BENEFICIAL 


David 0. McKay, Pres. 


Salt Lake City, Utah 


Old Republic Life Insurance Compahy 
provides the most complete specialized 


credit life, accident and sickness insur- 
ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 
call, wire or letter will bring the man 
from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 





for use in the processing of split-dollar 
cases. Let’s take a closer look at the 
sales aspects of the split-dollar plan, 
and perhaps it will help you identify 
prospects that you may have, or, that 
you will contact in the future. 

From the employer’s standpoint the 
split-dollar plan makes good sense, 
because it makes possible the encour- 
agement of valuable young employes 
in their careers with the company by 
giving them a _ substantial assist in 
their personal insurance programs. 
This is especially important to prom- 
ising young men during the years 
when their families are growing and 
their incomes are low. Thus it can be 
shown that this plan develops loyalty 
to the company, and, at the same time, 
it is an incentive plan. 

The plan is usually set up very in- 
formally—so the employer can be se- 
lective, and make it available on a 
confidential basis. This is an important 
advantage to the employer who may 
want some of the advantages of an em- 
ploye benefit plan—but not want a 
qualified pension trust. A pension 
trust may not fit because of the fixed 
annual cash transfer required, or, for 
other reasons, Many firms rightly shy 
away from a pension trust plan and 
could well use the split-dollar plan, 
because it can be used for the benefit 
of just one, or, any number of key 
employes. The plan is simple to get 
started since Treasury department ap- 
proval is not involved. 

A second advantage of this plan to 
the employer is that it costs him noth- 
ing—except the loss of earnings that 
he might get were his money invested 
elsewhere. In the later years, under 
most of our Guardian policy contracts, 
the employer will actually realize a 
gain on his investment in a split-dollar 
plan. Should the insured key employe 
leave the firm, the employer can ter- 
minate the plan and get back every 
dollar he has invested. 

A third advantage of the split-dollar 
plan to the employer is that he is 
building a completely liquid reserve 
fund that is available for business 
needs without destroying the primary 
purpose of the plan, since he owns the 
cash values of the contract or contracts. 

A fourth advantage of the split-dol- 
lar plan to the employer is that if he 
has such a plan for a key employe, 
and the key employe lives to retire- 
ment age, the cash value of the life 
insurance contract can be placed un- 
der a life income option and thus pro- 
vide part or all of the employe’s com- 
pany pension. If this happens, the 
employe and the employer have the 
best type of property yet devised to 
provide a guaranteed income for life. 
These are just some of the many ad- 
vantages of the split-dollar plan to the 
employer. 

The employe reaps many benefits 
from such a plan. To summarize these 
benefits: 

1. He gets the advantage of having 
a larger amount of personal life insur- 
ance for his family than would be 
possible for him to build from personal 
earnings; 

2. The plan protects the insured em- 
ploye against future uninsurability; 

3. If and when it is financially pos- 
sible, the employe can take the policy 
over by payment of its cash value to 
the company. If he can do this, he will 
be able to build up a substantial re- 
tirement income using the annuity op- 
tions under the life policy contract; 

4. At most ages, using the plans 
suggested for this purpose, in a few 
years the key employe will have per- 
sonal insurance at no cost whatsoever; 

5. Should the key employe die, his 
family would receive their portion of 


the insurance proceeds tax-free. 

Probably the best prospects for this 
plan are: 

1. A father with sons, or a son or 
son-in-law in his business. He may 
not want to pay his sons large salaries, 
especially when they are learning the ° 
business. However, he realizes that if Occi 
early death should strike, the support Cove 
of his sons’ families might well be his 
responsibility. With the split-dollar fo $2 
plan a father has the perfect vehicle Occid 
with which to build financial security writing 
for the family of his son or son-in-law. jndividu 

In this situation it is highly probable to 50 li 
that the son or son-in-law will some the new 
day inherit part or all of the family jnstallm 
business. At that time, when his earn-}¢90,000. 
ings will have increased greatly, the) Now ; 
son can take the contract over in its) permane 
entirety and have an ideal instrumenti.an be 
for estate-building and retirement pur-jjite cov 
poses. Do you know any businesses wver a n 
where this is the approximate situa~ Optional 
tion? Try approaching these business-)) o-ment 
men at once with this “new idea.” lare avai 

2. An employer with a strong inter~) asis te 
est in certain young men in his nc the 











pany. Look for the small busine 
where there is harmony and the rela- 
tionship between the employer and on Son em 
or twu of his young key men is very ith lif 
much like the father-son relationship) en _ 
The employer may want to encourag 7 
one or two of his best young men t 
take an interest in the business an 
develop real loyalty to him. The split 
dollar plan can be a very importani 
factor in cementing this relationship 

It is vitally important to remembe 
that the basic purpose of the split 
dollar plan differs from certain othe 
forms of key-man insurance in that i 
is to attract and keep up-and-comin 
young executives, rather than indem 
nify the company for their loss. Th 
indemnity benefit is solely for the fam 
ily of the key-man. 

The split-dollar plan is a new ap 
proach to most employers. It gets in 
terest, and many sales are being mad 
with it. By getting interest and “get 
ting in” you will many times uncov 
other business and personal insuranc 
needs. You will want to give the split 
dollar plan your careful consideratio! 
It can be the source of some very fin 
sales for you in 1956. 
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The following letter was written bf 
George Huth, Connecticut Mutual Life 
retiring president of Chicago Life Un 
derwriters Assn., who restates anc 
clarifies the Chicago association’s posi: 
tion on jumbo group cases: i 


In the article “Chicago Agents’ Sur 
vey of Group Company Presiden 
Shows Worry over Jumbo Limits, 
appearing in the June 8 issue of T 
NATIONAL UNDERWRITER, the associa 
tion made certain observations, one o 
which is: ‘‘There are honest difference! 
of opinion as to what is ‘very large} 
If the old 20/40 formula has been mad 
obsolete by changing economic con 
ditions, surely the same organization 
that conceived and agreed upon 20/4@ Colonial 
can arrive at a new and realistic formgown, Pa. 
ula for today’s economy.” Bank buil< 

There has been some criticism otlantic | 
this statement by members of our locaftreet ext 
association because it can be interpret 
ed that the Chicago association believe 
the 20/40 limits to be obsolete. Tha 
is not the case. We fully believe tha 
the 20/40 limits are proper, and th 
above statement merely takes cogni 
zance of the fact that there are thos 
in the insurance industry who disagreé 
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We will use our every influence to pre] Wood 
serve the 20/40 limits. , 
John B. Klug, assistant manager 0 ; 
the south St. Louis district of Joh 30 W 

Hancock retired July 1. He h a 
‘ele 


been with the company for 29 years 
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hat it OCCidental Writing 
port Cover on Small Groups 


be his 
dollar to $20,000 a Person 
ehicle Occidental Life of California is now 
curity writing group life up to $20,000 an 
n-law. individual for employe groups of 10 
bable to 50 lives. Called “group life at ten,” 
some the new plan also offers, as an option, 
family installment disability benefits up to 
earn-|¢20, 000. 
y, the’ Now a certificate holder totally and 
in its| permanently disabled prior to age 60 
umentican be paid the total amount of his 
t pur-jife coverage in monthly installments 
nesse€§ over a maximum period of five years. 
situa~ Optional accidental death and dismem- 
INESSHerment benefits up to $10,000 also 
S lare available on a 24-hour coverage 
inters basis to many industries at no higher 
_COM=\.ost than non-occupational coverage. 
ISINCSSrhis can mean a maximum of $30,000 
relay; tin benefits in case of accidental death 
id on « ‘of an employe, when combining AD&D 
, verywith life coverage. 
msnipi The company has created eight 
urage ersions of the new plan with life 
enefits ranging from $1,000 to $20,- 
00 maximum. Life rates are subject to 
ubstantial volume discounts. Depend- 
‘ent life insurance is optional under the 
ew plan with a $500 maximum. The 


ortan| 
mship, 


te lan may be written as gift or contri- 
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a . Y. Life Cuts Rates 
s. Thon Some Term Policies 


New York Life has reduced premium 

ates on the term portions of new 
erm-whole life plans and on new 5- 
ear renewable term policies. 
eductions also have been made in 
remium rates on waiver of premium 
nd double indemnity benefits under 
hese policies. 

Minimum and maximum issue ages 
nd minimum face amount limitations 
pplicable to the term-whole life and 
-year renewable term plans are un- 
changed. Term-whole life still will 
be available with initial term periods 
of two to five years. 

Equity between policies issued on 
these plans prior to July 2 and policies 
issued at the new rates will be main- 
tained through dividends. 

Term-life paid-up at age 85 plans 
pave been discontinued. 








Lincoln National Boosts 












is i includes males 
nd females, is also effective under the 
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to pre] Wood, Struthers & Co., Inc. 
Established 1905 


J. William Middendorf 
30 Wall St., New York 5, N. Y. 
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salary savings plan. The limit for the 
junior estate plan is increased to five 
units. 

Because of state limitations, the 
amount limits in effect in Iowa, Missis- 
sippi and Oklahoma will continue 
without change. The rules in effect 
in Puerto Rico, Phillipines and the 
Virgin Islands also remain unchanged. 





Manutacturers Life Increases 


Non-Medical Limit to $15,000 


Manufacturers Life has increased its 
non-medical limit to $15,000 for ages 
up to 35. Other non-medical rules and 
limitations are unchanged. 


Standard of Oregon 
Now Grading Premiums 
to Size of Policy 


Standard of Oregon is now grading 
premiums according to the _ policy 
amount, thereby becoming one of the 
few U. S. companies which have 
adopted this new rate structure. Prem- 
ium grading is considered to be a trend 
of the business by many observers. 
West-Coast Life is another western 
U. S. company which has adapted this 
plan. 

Standard’s new graded premium plan 


applies to all life and endowment con- 
tracts. A policyholder at age 35 would 
pay $21.30 a thousand under the plan 
for a special ordinary life contract of 
less than $2,500; $20.80 for the same 
coutract under $5,000; $19.80 for a 
policy amount under $10,000; $18.80 for 
a contract under $25,000, and $18.05 for 
policies over $25,000. 

Standard also is writing a new non- 
can, guaranteed renewable A&S con- 
tract to age 65. It provides income for 
life in the event of disability by acci- 
dent and income to age 65 in the event 
of disibility by sickness. 











POINTED at the needs of. 


The Businessman 
This brand-new policy is ideally 
suited to provide protection 
against temporary 
need. It offers the life insurance 
you need at a minimum rate. 


a business 


insurance . . 
surability. 












@ Sold in amounts of $10,000 or more. 


® Can be converted at any time during the 5- 
year period to the same amount of permanent 
. without further evidence of in- 
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The Young Family Man 


This Jow-premium policy is de- 
signed for the young family man 
just getting started in his career 
—when life insurance needs are 
greatest and his budget is limited. 





At Age 30 


First year 
Second year 
Third through fifth years 


At Age 40 





cen O= Maw You: 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
Broadway at 55th Street, New York 19, N. Y. 


A, 


First year 
Second year 
Third through fifth years 


e Sample gross premiums, dividend illustrations 
and illustrative average net cost for $10,000: 











New MONY 
‘TMT Policy 
offers ‘10,000 

of Life Insurance 


at an initial rate of 


Only 16¢ A Day! 


(BASED ON AGE 30) 


HIGHLIGHTS OF THE ‘‘TEMPORARY MODIFIED TERM’’: 








Gross Illustrative 
Premium Dividends* 
(payable at end of 2nd and later policy years) 
$57.20 None 
$57.20 $25.50 
$82.70 $25.50 
Illustrative net cost averages $52.10 a year 
$83.90 None 
$83.90 $32.70 
$116.60 $32.70 


Illustrative net cost averages $77.36 a year 


jzatic *Dividend illustrations are in no sense guarantees or even estimates of 





Life li Accident and Sick 


Retirement Plans... 





« POR INDIVIDUALS AND EMPLOYEE erours 


MO@NY TODAY MEANS MONEY TOMORROW! 


future dividends, which must depend on future experience and the an- 


nual action of the Company’s Trustees. 
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COMPANY & AGENCY CHANGES 





Occidental Life of California 


John W. Carey, general agent at Ta- 
coma, Wash., has resigned and is suc- 
ceeded by Philip W. Cooper, formerly 
Prudential division manager at Ta- 
coma. Mr. Carey has been in the busi- 
ness 40 years and with Occidental since 
1940. He will continue as a personal 
producer. He entered the life business 
in 1916 with Mutual Life of New York, 
becoming district manager at Kalispell, 
Mont. In 1921 he became general agent 
in Missoula, Mont., then in Spokane 
and Seattle, for Pacific Mutual Life. 

Mr. Cooper is the past president of 
Tacoma Life Underwriters Assn. 


Mutual Benefit Life 


Earls Agency of Mutual Benefit 
Life in Cincinnati has appointed John 
T. Koprowski district manager at Ham- 
ilton, O. He has been manager of 
Commonwealth Life of Louisville at 
Hamilton for six years. 

_Nashem Agency of Mutual Bene- 
fit Life in New York City has named 
Stanley Rowen director of training. He 
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entered the business in 1953 and has 
been a supervisor of Penn Mutual in 


Brooklyn. 


National Life of Vermont 

Glen A. Holden 
has been ap- 
pointed general 
agent at Portland, 
Ore., to succeed 
William J. Smith, 
general agent for 
25 years, who is 
relinquishing man- 
agerial duties be- 
cause of ill health 
and will devote 
his time to per- 
sonal clients. Mr. 
Holden formerly 
was with Connecti- 
cut Mutual at 
Portland. 





G. A. Holden 


Connecticut General 


Ralph W. Cox and T. Richard Pow- 
ell Jr. have been appointed assistant 
managers at Philadelphia, Creed L 
Ford Jr. at Houston and John R. Mc- 


Do-It-Yourself 


Won't Work 





with Life Insurance 


More and more leisure time and American 
ingenuity have combined to make ‘“Do-It- 
Yourself” an industry of major proportions. 


But it won’t work with Life Insurance. 


The advice and persuasion of a well-trained 
Agent are essential elements in our business 
so that Life Insurance, tailored to the indi- 
vidual, may perform its maximum services. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE_NASHVILLE, TENNESSEE 


| oa 


Elderry at Los Angeles. Mr. Cox and 
Mr. Powell have been staff assistants 
at Philadelphia. Mr. Ford was at Hart- 
ford and Philadelphia before going to 
the Houston staff in 1954. Mr. Mc- 
Elderry has been a staff assistant at 
Los Angeles. 


Massachusetts Mutual 

Arthur I. Macdonald has been elect- 
ed a 2nd vice-president and Edward P. 
Bennett Jr. has been promoted to su- 
perintendent of mortgage loans. Mr. 
Macdonald, a former architect, joined 
the company in 1940 and has been su- 
perintendent of mortgage loans since 
1953. Mr. Bennett joined at Dallas in 
1946 and has been associate superin- 
tendent of mortgage loans since last 
year. " 
Dr. I. Macdonald Hall has been ap- 
pointed assistant medical director. He 
has been a general practitioner in Eng- 
land and has served in the British and 
Canadian army medical corps. 

Leo J. Brodeur has been named de- 
partment manager, Jones H. Talbot 
Jr. and George P. Burke Jr. have been 
appointed head of the pensions ad- 
ministrative division and the group 
pensions underwriting and _ contract 
division, respectively. Mr. Brodeur 
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joined the claim department in 1927 


and has been assistant manager since 


1953. Mr. Talbot joined the company — 
in 1951 and has been a group depart- | 


ment supervisor. 


Penn Mutual 


James H. Hance and Frederick H. 
Prill have been appointed general 





F. H. Prill 


J. H. Hance 
agents at St. Louis and Albuquerque, 
respectively. 


Mr. Hance succeeds Harry E. Wuer- © 
tenbaecher, general agent since 1940 | 
and with the company 26 years, who | 
asked to be relieved of managerial | 
duties in order to devote full time to ; 


personal clients. 


Mr. Hance joined the general agents i 
training group at the home office in | 


1954 and was named director of new 
organization last year. 

Mr. Frill joined the general agents 
training group last year. 


Guardian Life 


George H. Paldi has been appointed 
assistant field director of the Pacific 
coast and will work with Gordon F. 
Cantelon, agency director, on plans for 
expansion in that area. Mr. Paldi en- 
tered. the business with Guardian at 
San Francisco in 1947 and has been 
brokerage manager since 1951. 

A. E. S. Zielinski has been appointed 
manager of a new agency in New 
Brunswick, N. J. The office is at 75 


Paterson street. Mr. Zielinski has been . 


with Equitable Society at New Bruns- 


wick since he entered the business in | 
1946. He has served as dist7ict man- | 


ager. 


Manufacturers Life 

Gerald R. Guest, formerly a super- 
visor at the Vancouver (B.C.) branch, 
has succeeded Gilbert G. Cato, Port- 


land (Ore.) branch manager, who is; 


returning to personal production. Mr. 
Cato has been manager at Portland 
since 1941. Mr. Guest has been at Van- 
couver since 1948 and a _ supervisor 
since 1951. 


Carolina Life 

A. B. Langley, chairman of the 
board, Ames’ Haltiwanger, presi- 
dent and A. Hart Kohn Sr., secretary 
and vice-president, have retired. Rob- 


ert L. Avinger, treasurer since 1949, | 
has been elected president. Arthur F. | 
Langley has been named Ist vice-pres- | 
ident; A. Hart Kohn Jr. secretary and | 


treasurer; Deane C. Fowble vice-pres- 
ident and actuary, and John G. Heller, 


vice-president in charge of mortgage | 


loans. 


Southland Life 


Carl E. Waychoff, formerly with the 
company at Corpus Christi, and 
Charles Jungmichel, formerly at La 
Grange, Tex., have been pointed agen- 
cy field assistants and _ transferred 
to the home office. Mr. Waychoff has 


been with the company at Corpus 


Christi since 1953. Mr. Jungmichel, a 
former teacher and coach, joined the 
company in 1954. 


Prudential 


A regional headquarters has been 
opened at Trenton, N. J., to supervise 
15 district agencies in southern New 


Jersey. This area has been supervised | 


by the Newark regional office, which 
will confine its activities to northern 
New Jersey. 

Nicholas Hagoort has been named di- 
rector of agencies in the new office. 
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He joined the company in Newark in 
1929 and has been district manager at 
Paterson, N. J., since 1952. Leon H. 
Keene has been promoted to associate 
‘director of agencies to assist Mr. Ha- 
gort. Clayton Jacobus, regional super- 
visor at Newark, will join the new 
organization. 


New York Life 


Howard H. Conley and Rex H. An- 
derson have been appointed assistant 
vice-presidents of the sales training 
and sales promotion divisions, re- 
spectively, in the agency department. 

Mr. Conley joined the company at 
Little Rock in 1936, was named a 
training supervisor at the home office 
in 1941, and later held managerial 
posts at Norfolk, Savannah and Bir- 
mingham. He has been director of 
sales training since 1954. He is a CLU. 
Mr. Anderson joined the company as 
manager of A&S sales in 1953 and was 

“named director of sales promotion in 
1955. He previously was with Wash- 
ington National and Great-West Life. 


Washington National 

William B. McPhetridge has been ap- 
'pointed general agent at Cleveland 
'where he had been general agent for 
‘Columbian National Life since 1952. 
‘He has been in insurance in Cleveland 
‘since 1941, starting with John Hancock. 
‘After war service and before going 
with Columbian National, Mr. Mc- 
Phetridge was with Bankers Life of 
Nebraska and State Mutual Life. 


‘Commonwealth Life 

George A. Stark has been appointed 
manager of the newly established 
southeast Ohio branch in Lancaster, O. 
David E. Rikard has been named agen- 
cy assistant at the home office. Mr. 
Stark, in insurance since 1946, joined 
Commonwealth in 1956, and Mr. Rik- 
ard joined the company last year. 


Mutual of New York 


Roy A. Proffitt has been named 
‘manager at Charlotte to succeed Stan- 
‘ley K. McAfee Sr., who will retire af- 
ter 33 years of service. Julian L. Spen- 
tcer has been appointed manager at 





J. L. Spencer R. A. Proffitt 
Charleston, W. Va., to succeed Mr. 
Proffitt. The changes are effective 


' Aug. 1. 

Mr. McAfee joined the company at 
'Nashville and has been manager at 
/Charlotte since 1929. His son, James B. 
‘McAfee, is a 2nd vice-president of Mu- 
}tual, and another son, Stanley K. Mc- 
|Afee Jr., is manager at Atlanta. Mr. 
Proffitt entered the business with Mu- 
itual at Charlotte in 1937 and has been 
manager at Charleston since 1951. Mr. 
Spencer joined the company in 1952 
,at Charleston and has been on the 
field training staff at the home office 
since last year. 


Equitable Life of lowa 


Dale K. Burtner has been appointed 
‘general agent at Stockton, Cal., and 
}Thomas D. Mackey Jr., formerly with 
the Hoey & Ellison agency at New 
York City, has been named to estab- 
i lish a new general agency at White 
Plains, N. Y. Mr. Burtner has been 
with the Stockton agency 1946. Mr. 
Mackey went with the Hoey & Ellison 
agency in 1951. 


BUSINESS MEN’S ASSURANCE has 
appointed H. E. Hendrix district man- 
ager at Baltimore. With the company 
since 1951, Mr. Hendrix formerly was 





in charge of the Memphis district. 


Life & Casualty of Tenn- 


M. R. O’Bryant, James H. Kearley 
and R. M. Kraft have been promoted 
to the new posts of agency department 
division supervisors of the north cen- 
tral, southeastern and Mississippi val- 
ley divisions, respectively. They will 
be at the home office and will act as 
administrative assistants to the vice- 
presidents in charge of their divisions. 

Mr. O’Bryant joined the company in 
1945 and has been district manager 
at Atlanta. Mr. Kearley joined in 1940 
and has been district manager at At- 
lanta. Mr. Kraft started in 1948 and has 
been district manager at Meridian, 
Miss. 


PACIFIC MUTUAL LIFE has pro- 
moted Clyde A. Johnson, from assist- 
ant secretary to secretary of the group 
department. He was with Northwestern 
National Life before joining Pacific 
Mutual in 1952. 


Ervin A. Pickel, consulting office 
manager at St. Louis for PHOENIX 
MUTUAL LIFE retired after 42 years 
with the company. For many years he 
was secretary of St. Louis Life Un- 
derwriters Assn. 


Holm Agency of. CONNECTICUT 
MUTUAL LIFE in Providence has ap- 
pointed Harris W. Arnold assistant 
general agent. He entered the business 


in 1947 and has been general agent of 
Berkshire Life in Providence for three 
years. 


Charles Lapp has been appointed 
sales supervisor in NORTH AMERI- 
CAN L.&C. group department. He has 
been in insurance since 1948 and has 
experience in field and home office ad- 
ministration of group business. 

F. B. Ensinger, agency development 
specialist at the home office of 
NORTHWESTERN MUTUAL LIFE, 
has been named sales director for the 
Stone agency of the company at Bos- 
ton. 








Des Moines GAs Pick Ryan 

Joseph B. Ryan, Bankers Life of Io- 
wa, was elected president of Des 
Moines General Agents & Managers 
Club. Other officers are Rodney Bliss 
Jr., New England Mutual Life, vice- 
president, and Lisle D. Payne, Lincoln 
National Life, secretary. 


Springfield, Mass., CLUs Elect 

Springfield (Mass.) CLU chapter 
elected Miss S. Alberta Sutsman, 
Massachusetts Mutual Life, president; 
Alfred V. Spindler, Connecticut Mu- 
tual Life, vice-president; Howard B. 
Miller, Massachusetts Mutual Life, 
treasurér, and Robert E. Mitchell Jr., 
New York Life, secretary. 


Ohio Department to 
Consider Rules for 


Hearing Notices 


The Ohio department will hold a 
hearing Aug. 7 at Columbus to con- 
sider adopting a rule under which it 
would give advance notice of 30 days 
of hearings on proposed adoptions, 
amendments or rescisions of its rules. 

Under the plan, the department 
would have to publish in the news- 
papers, not less than 30 days prior to 
the date set for the hearing, proposals 
to adopt, amend or rescind department 
rules; a statement of the intention of 
the department to take such action, a 
synopsis of the proposal to be dis- 
cussed, and the date, time and place 
of the hearing. Each company also 
would receive notice by mail, 35 days 
before the hearing, as would associa- 
tions, rating bureaus, etc. 


Milwaukee CLUs Choose Comey 


Aubrey C. Comey, National Life of 
Vermont, was elected president of Mil- 
waukee CLU chapter to succeed Hy- 
man B. Parks, Prudential. Others 
elected Lester A. Wilbert, Northwest- 
ern Mutual Life, vice-president; J. A. 
Clifford, Old Line Life, secretary- 
treasurer. 
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LENL’s Junior Estate Builder 
Is Popular Because— 


program. 


THE 


With Lincoln National’s Junior Estate 
Builder, insurance protection increases 
fivefold at 21, with no increase in pre- 
miums. This policy also provides: 
cash for college, marriage, or business; 
an incentive toward thrift; a help in 
growing into grown-up responsibilities ; 
and a head-start on a lifetime insurance 


The popular Junior Estate Builder 
is another reason for our proud claim 
that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Modern Markets DEMAND 
Modern Merchandise . . . 


ANICO EXCELS IN IT! 
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Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


=e; x@ ~~ AMERICAN NATIONAL 


ex 


ao INSURANCE Co. 


GALVESTON. TEXAS 


OVER 3 BILLIONS, 438 MILLIONS IN FORCE 






























Aid Association for Lutherans 


MEMORANDUM 


to: Our friends 
in the industry 


From the office 
of the President 


On May 10 we issued the certificate which made 
us the first fraternal society to attain 

$1, 000,000,000 of legal reserve life insurance 
in force. This memorable event will be high- 
lighted during our Chicago sales conference, 
July 14-19, via newspapers, radio and the 


Saturday Evening Post. 


LeRoy G. Stohlman 








“55 New Business 


Life in Force 
Shown for Ohio 


All figures are for ordinary un- 
less designated (G) for group or 
(I) for industrial. New business 


figures include business 


revived 


and increased, as well as new 


business paid for. 
OHIO COMPANIES 


New Business In Force 














$ $ 
Central Assur. ........... 2,440,240 8,466,604 
‘ (G) 48,000 296,000 
(I) 1,500 42,000 
Columbus Mutual ...... 22,786,057 198,853,815 
Credit Life .......00+ 33,812,483 29,592,679 
(G) 52,056,405 42,826,853 
Dunbar Life ................+. 838,304 3,060,695 
(1) 3,330,445 6,643,293 
Eagles’ Natl. Life ...... 147,528 1,406,753 
Globe ASSUTD. ........:008 29,000 29, 
(I) 2,619,250 1,284,250 
Midland Mutua! .......... 18,816,753 168,166,781 
(G) 64, 1,746,000 
Natl. Masonic ............ 526,485 1,823,523 
Nationwide .........ss0 46,685,502 226,517,923 
G) 30,636,934 53,201,695 
Ohio Natl. Life .......... 17,992,923 135,715,826 
G) 233,955 2,261,222 
Ohio State Life .......... 21,501,280 166,161,842 
(G) 1,377,850 3,589,450 
Union Central ............ 24,939,585 186,048,219 
: (G) 13,355,827 52,898,053 
Western & Southern 80,430,287 595,306,961 
(G) 692,729 17,002,479 
(I) 70,292,085 632,978,686 
CANADIAN COMPANIES 
Canada Life .............04 12,560,317 65,737,235 
G) 459,000 3,201,349 
Confederation Life .. 7,916,422 17,553,835 
(G) 13,503,868 13,734,949 
CeoOwT Lile ....ccccec.c200-00 2,828,878 17,805,164 
CG easertrceeee 462,179 
pe nan naan 1,711,517 5,266,974 
a ars 36,293 
Great-West oo... 8,787,860 48,979,430 
(G) 3,619,533 23,802,256 
Manufacturers. _............. 6,420,237 35,891,610 
eae 13,428,715 149,083,758 
(G) 45,109,340 118,590,242 
OUT OF STATE COMPANIES 
Acacia Mutual ............ 9,299,927 125,317,867 
A eee 35,814,878 226,983,030 
(G) 94,233,910 1,088,304,346 
Am. Home, D.C. (I) .. 619,770 1,251,911 
Am. L. &A. 38,600 
(I) 61, 73,796,704 
Amer. Natl. ..........000 7,158,202 28,833,847 
(G) 3,959,198 3,959,198 
Amer. Republic ........... 6,636 6,582 
Amer. United .............. 5,865,860 41,706,510 
(G) 130,000 130,000 
(I) 176 2,213,855 
Atlanta Life .................. 630,554 4,064,623 
(I) 2,221,819 9,394,819 
Baltimore Life ............ 52,491 50,499 
I) 684,407 486,996 
Bankers L.&C. .......... 5,391,015 28,095,533 
(G) 7, 1,065,500 
Bankers, Ia. .........0+ 6,683,602 81,642,894 
(G) 9,369,205 41,447,998 
Bankers, Neb. ............... 2,501,201 18,084,276 
Bankers Natl. ..... - 1,697,315 10,649,377 
Bankers Security 244,754 307,547 
G) 4,303,641 2,571,200 
Beneficial Standard .. 20,944 83,844 
Ben. Assn. Ry. Emp. 695,201 2,183,061 
( 717,097 12,989,600 
3,347,283 27,754,253 
1,094,807 ,081,795 
7,355,688 28,754,800 
(G) 853,620 3,793,037 
Central Life, Ia. ........ 4,747,470 28,819,165 
Central Standard ........ 3,460,686 28,855,498 
) 8,430,076 601, 
College Life ................ ,383,800 11,996,461 
Columbian Natl. ........ 4,846,558 10,910,346 
(G) 782,517 3,643,754 
Commonwealth L&A 182,000 735,719 
(G) 13,500 47, 
(I) 16,568,237 14,243,542 
Commonwealth Life .. 12,939,767 72,649,599 
(G) 525,480 1,157,648 
1) 10,627,639 28,156,653 
Conn. General ............. 33,788,5 184,910,127 
G) 38,586,746 179,200,330 
Conn. Mutual ............... 32,089,916 230,242,746 
Continental Amer. .... 550,7 2,377,962 
Continental Assur. .... 10,872,558 587, 
(G) 50,315,835 162,490,258 
Cuna Mutual .............. 182,711 1,054,092 
G 21,929,803 ,206,4 
Domestic L.&A.. ........ 215,000 2,181,755 
(I) 4,408,087 733,055 
Empire State ................ * 13,000 320,795 
2 2 Re prec AE 1,000 
Equitable Society ...... 65,369,700 497,988,808 
185,501,667 1,285,817,046 
Equitable, D.C. ........ 13,178,501 7,405,539 
(I) 11,509,540 7,673,430 
Equitable, Ia. .............. 10,582,658 132,282,683 
Expressmen’s Mut. .... 221,479 3,992,679 
Farmers Life, Ia. ........ 561,242 2,863,120 
Farmers & Traders .. 5,915,671 40,623,498 
Federal L.&C. .............. 7,452,038 8,532,050 
(G) 428,675 629,705 
Federal Life, Il. ...... 139,982 1,849,146 
OT) > asccrasaaentats 400 
Fidelity Interstate .... 141,353 131,680 
Fidelity Life, Il. ........ 1,016,516 1,225,974 
Fidelity L.&I. ....... me 1, 80, 
Fidelity Mutu 3,036,795 37,007,503 
Franklin Life .. 13,783,725 55,671,181 
Girardian Life ............ 323, 1,924,151 





@ Provides income 
protection dur- 
ing family’s de- 
pendency years 
in moderate or 
large amounts 
as needed, 


e@ Unique in_ its 
range—incomes 
from $10 to 
$40 per month 
per thousand. 


Rider affixed to 
any mew con- 
tract (minimum 
$2500) except 
5 or 10 year 
term. 


@ Basic policy ben- 
efits remain un- 
changed. 


Liberalized rid- 
er the means of 
tailoring poli- 
cies to fit vari- 
able needs. 






































Competitive cost 
— Flexible and 
liberalized, 


Family Income 
vider makes an 
ideal contract. 
for young peo- 
ple with family 
responsibilities. 


The COLUMBIAN NATIONAL 
LIFE INSURANCE 22eyeany 


BOSTON, MASSACHUSETTS 























ON VESTED 
BANK LOANS 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 
UNDERWRITERS CREDIT & 
‘GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., 


Beverly Hills, Calif. 
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New Business In Force New Business In Force 
$ $ 
General Amer. 3,549, 17,614,000 Metropolitan Life 177,264,894 1,453,998,732 
6,272,801 ,068,. (G) 58,047,278 2,107,117,060 
Govt. Empl. ...... 424 1,096,685 (I) 13,959,736 580,579,700 
70,560 284,341 Michigan Life _........ 349 4,007,954 
Great Lakes Mut. .... 568,000 681,500 G) 336,023 1,844,205 
22,000 18,000 Midwest Life, Neb. .. 351,948 585,821 
(D 2,772,250 2,905,100 Midwestern United .. 10,096,633 13,819,158 
Guarantee Mut. ......... 1,757,915 11,289,463 Minn. Mutual .. 3,174,577 22,996,317 
Guarantee Reserve .. 856,205 2,813,754 »437,9 3,736,300 
Home Life, N. Y. .... 4,261,644 35,864,773 Monarch, Mass. ........ 2,541,045 10,466,837 
(G) 5,352,246 _. 19,654,978 (G) 1,802,593 2,461,134 
Independence L&A .. 313,617 335, Monumental _ ...........00 17,554,273 118,259,884 
Indianapolis Life 4,006,411 30,301,143 (I) 10,959,954 92,207,715 
Jefferson Natl. ......... ,620,508 10,386,916 Mutual Benefit Life 35,182,858 350,070,896 
(G) 129,500 73,500 Mutual of N. Y. ......... 32,186,532 277,447,684 
Jefferson Standard .. 4,865,843 22,120,247 (G) 1,443,095 2,579,819 
John Hancock ........ 78,415,652 524,277,641 Mutual Savings ......... 410,163 1,022,268 
(G) 83,230,939 314,292,454 Mutual Trust Life .... 2,667,876 24,208,755 
(I) 11,697,201 121,507,721 Natl. A.&H._........ 871,666 742,722 
Kansas City Life .... 4,311,711 28,707,272 Natl. Guardian 388,374 3,419,379 
Ky. Central L. & A. 1,054,569 6,671,135 Natl. Home Life ........ 115,150 195,678 
(I) 15,366,533 28,819,227 Natl. Life & Acc. .... 27,827,631 159,032,151 
Ky. Home Mut. ........ 2,430,472 11,714,046 (G) 1,438,652 349,15 
(G) 6, 947,500 (I) 68,455,215 251,369,409 
Knights Life ............... 3 321,000 1,042,393 Natl. Life Ins. 
(I) 528,524 1,504,814 i See 12,080,958 108,254,015 
Lafayette Life ............. 129, 19,962,125 New England Mut..... 33,711,304 242,315,056 
G) 16,861 51,695 1,528,600 6,380,413 
Life of Virginia ........ 13,668,597 71,542,538 New York Life ............ 90,770,297 642,121,235 
(G) 1,345,567 5,500,215 ) 22,519,306 51,409,304 
(PD 10,624,433 67,950,475 N. A. Acc., II. 1,874,931 8,852,007 
Lincoln National ......... 56,383,653 422,919 365,341 364,785 
G 12,572,778 51,056,092 N. A. Life, Ill. 2,670,547 23,758,736 
Loyal Protective ......... 470,287 3,214,758 N. A. Reassur. ae 7,425,600 26,051,400 
(G) 174,114 .678 Northern, Wash. ........ 555,639 1,439,418 
Lutheran Mut. ......... 4,164,661 48,516,576 N. W. Mutual ..... 52,477,971 630,876,871 
Mammoth L.&aA. ........ 1,409,500 1,793,500 N. W. National 8,148,713 60,908,716 
(I) 6,214,182 9,107,023 4,056,832 22,276,454 
Manhattan Life ........ 913,091 13,434,858 Occidental, Cal. ........ 30,341,814 120,838,174 
(G) 343,582 1,609,091 (G) 22,319,266 81,831,963 
Mass. Mutual ............ 33,125,843 276,229,532 Old Equity ............ 1,214,500 2,775, 
(G) 4,294,486 27,571,686 Old Line Life .............. 587,597 3,646,923 
























No. 2 OF A SERIES 





® In selecting and train- 
ing the new agent, we 
believe that the Com- 
pany’s responsibility 
must go much further 
than the printed terms 
of its contract. In fair- 
ness to the agent... 
the Company .. . the 
insurance business it- 
self . . . we must as- 
sure the new agent 
every possible chance 
of success. In this series 
of messages, we pre- 
sent a few of what we 
consider to be our in- 
escapable obligations 
under this “invisible 
contract”’, 


THE COMPANY shall be 
responsible for maintaining 
and carefully scrutinizing 
daily records of the new 
agent's activity during 
training. 














During his training period, the new agent is forming work habits that will 
persist throughout his career. A daily analysis of his field activity is, there- 
fore, essential. For this purpose, we have developed a comprehensive system 
of “checks” on the new agent’s progress. Is he doing an adequate job of 
prospecting? Is he maintaining a profitable ratio of interviews to calls? .. . 
sales to interviews? Is he making the best possible use of his time? The 
answers to those and other questions are always at our fingertips enabling 
us to provide daily counsel as the new agent builds his “foundation for 
success” 


California-Western States Life 
_ Insurance Company 


HOME OFFICE: SACRAMENTO 








New Business In Force New Business In Force 
$ $ $ 

Old Republic 40,028 14,423,057 Phila. United ............ 8,0 26,000 
83,345,369 84,493,992 (I) 1,198,509 1,344,109 

Pacific Mutual 11,813,763 104,472,854 Phoenix Mutual ......... 9,769,688 73,073,787 
9,343,476 586, Presbyterian Ministers 1,606,996 9,005,243 

Pan-American 2,931,440 12,696,423 Progressive o..cecccccce  ceceeeeeeeeeeees ¥ 

2,065,979 4,720,627 3 @) 65 11,953 

Patriot Life ....... ea 172,500 137,500 Provident Indem. (I) 273,700 379,520 
50,715,858 49,521,427 Provident L.&A. ........ 2,503,858 10,422,356 

Paul Revere ........0.. 4,498,814 15,173,299 G) 14,621,831 94,485,592 
1,159, 3,263,410 Provident Mut. ........ 11,928,713 102,950,908 

Penn Mutual ............0 21,853,004 177,266,667 (Gi 26,002 79,75 
Peoples Life, Ind. .... 2,677,001 21,760,536 Prudential .................... 305,053,620 1,965,522,419 
G) 67,588 521,000 (G) 191,222,099 883,683,268 - 

Peoples Life, D. C. .... 1,540,441 3,021,632 (I) 28,501,985 567,893,391 
(G) 87, 198,000 Quaker City ........ (I) 10,224, 8,309,437 

(I) 5,193,550 10,474,729 Reserve, Tex. ............ 928,658 2,223,035 

Philadelphia Life 212.567 2.582.480 Security Benefit ........ 1,315,022 4,440,555 
(G) 47,920 47,705 (G) 150,000 135,000 





Charlie McNeil... 
You will earn 
$25,000 this Year... 
with PROTECTIVE LIFE 
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General Agency Open- 
ings Throughout the 
Southeast. Write Charles 
Barksdale, Agency Vice- 


President. 
jr™=: Te) OT 


PROTECTIVE LIFE t 


William J. Rushton 


President Fniurvance Company 








Serving the South 
Since 1907 
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nnually, since 1934, the Equitable Life of 

Iowa has recognized, by its Master Agency 
Builder award, pre-eminence among its general 
agents in matters of organization, production, 
conservation, average size policy, and other 
major factors of agency building. Once attained, 
the Master Agency Builder award cannot again 
be won until three other general agents have 
subsequently qualified for the award. 


V. Webner Wiedemann, general agent in San 

Francisco since 1940, Master Agency Builder 

award winner of 1956, qualified for that rank- 

x ing Company honor in 1949. The San Francisco 

{ agency, under Mr. Wiedmann’s direction, has 

become one of the Equitable Life of Iowa’s 
strong agency organizations. 


gullible 


LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 


New Business In Force 






















$ 
Security Mut., N.Y. 4,319,078 11,760,623 
2,264,600 4,547,800 
Shenandoah Life 257,100 4,155,858 
State Farm Life . 4,495,114 8,610,728 
State Life, Ind. ........ 1,009,636 11,964,014 
State Mutual ............ 15,987,043 128,170,453 
(G) 14,167,076 47,931,013 
SVOSUUG;. Th. ..,eccisrcoreeee 557,192 1,560,839 
3,000 71,000 
Sun Life, Md. ............. 6,238,387 27,688,736 
(I) 5,015,409 25,994,511 
Superior Life ......... (ID 3,735,114 7,367,905 
Supreme Liberty ........ 2,328,207 8,990,916 
ip 9) 3,083,310 21,514,166 
Teachers Protective 91,900 353,300 
TRIED + cnncicssisciscscsess 22,510,913 217,473,431 
(G) 46,335,944 690,993,307 
Union Cas. & Life .... 104,710 295,570 
(G) 1,775,358 3,248,748 
Union Labor Life .... 131,752 969,106 
(G) 15,904,066 120,920,131 
Union Mutua ............. 1,723,873 10,237,047 
(G) 718,000 4,123,754 
United Benefit Life 10,338,765 62,029,868 
(G) 5,334,941 5,466,941 
United Home Life .... 280,077 606,009 
United L.&A. ... ~ 224,366 1,474,841 
United Services Life 992,500 4,767,859 
RFS BRIE ccscsssercprocecetcs 325,494 1,291,354 
(G) 556,000 4,841,500 
Victory Mutual ........ 875,973 3,247,494 
Volunteer State ........ 115,900 774,397 
(G) 2,459,313 2,459,313 
Washington National 4,171,013 29,462,955 
(G) 4,442,620 9,966,212 
(I) 5,930,905 18,480,425 
Wisconsin Life ; 186,530 1,047,034 
Woodmen A.&L. 2,773,122 15,832,437 
689,918 2,017,590 
WORT  cancreticssanicepistns 12,488,795 12,901,142 
(G) 544,892 1,867,716 
Zurich Life ........ (G) 512,000 502,000 
Total Ord.’56............ 1,889,867,626 13,176,197,936 


. 1,551,093,216 8,023,640,150 
Total Ind. ’55 . 335,919,870 2,695,954,369 
All Classes ’55 ........ 3,776,880,712 23,895,792,455 
Total Ord. ’54 ......... 1,599,910,613 12,050,122,439 
Total Group ’54 .... 1,408,467,822 6,755,183,879 
Total Ind. ‘54 . 405,132,619 2,665,009,739 


Total Group ’55 











All Classes ’54 ........ 2,823,562,184 19,838,223,005 
OHIO FRATERNALS* 

Alliance of Poles .... 332,850 8,451,867 
American Hungarian 39,300 1,573,359 
American Russian .... 5,700 559,844 
Assn. of Polish Women 123,400 2,007,970 
R.R. Trainmen ............ 1,718,708 8,670,287 
Catholic Ladies ........ 419,750 7,652,877 
Cath. Slovak Benefit 15,000 708,050 
Central Verband ........ 342,750 4,665,494 
Cleveland Hungarian 13,500 650,000 
Czech Catholic _......... 70,650 1,685,300 
First Cath. Ladies .... 1,006,000 18,649,762 
First Catholic Slovak 987,000 14,834,004 
North Amer. Swiss 93,600 962,214 
Pilot Mutual 599,968 
Slovenian Mut. Ben. 811,000 14,366,452 
Sons of Italy ........00 28,000 1,113,043 
Union & League ........ 86,500 1,718,007 


OUT OF STATE FRATERNALS* 


Aid Assn. Lutheran 4,795,560 42,918,003 
American Fraternal .. 106,240 2,903,009 
American Life _......... 70,500 1,596,607 
Ben Hur Life ............. 149,500 2,961,945 
Cath. Central Union 45,400 1,367,029 
Catholic Knights ........ 11,804 870,628 
Cath. Knght, St. Geo. 21,000 636,500 
Catholic O. of F. .... 1,461,834 22,963,955 
Cath. Workmar _...... 3.925 215,925 
Croatian Catholic 229,600 1,651,650 
Croatian Fraternal .... 307,200 8,487,727 
Evangelical Slovak .. 29,850 849,758 
Gieaner Life ................ 969,532 10,767,672 
Grand Carnolian ........ 325,650 8,605,738 
Greater Ben. Union .. 497,000 6,783,750 
Greek Cath. Union .. 242,000 4,540,996 
Hungarian Reformed 821,750 9,434,824 
Independent O. of F. 4,457,500 6,493,323 















MODERN 
WOODMEN 


OF AMERICA 
“Life Insurance since 1883” 
Home Office — Rock Island, Illinois 





Woodmen Agent. 





“HERE’S HOW 
I SOLD MY 
MILLION” 


You'd enjoy comparing notes 
with these Modern Woodmen 
Agents, each of whom sold 
over a million in 1955: R. S. 
Bacher, Elmwood, Illinois (his 


second consecutive million-dollar year); Dean E. Kelly, Alpha, Illinois 
(scoring in his fourth year with Modern Woodmen—his second as a District 
Manager); Fran Ortman, Rock Island, Illinois (who also topped a million for 
the second time). These men are typical of our capable field force which 
together made 1955 our best year in a que.ter of a century. 


The same opportunity—the same continuous training—the same sales 
aids used so successfully by these men can be yours, too—as a Modern 


New Business In Force 
$ $ 












Knights of Columbus 7,229,923 40,354,813 
Ladies Cath. Ben. .... 1,699,750 16,217,291 
Ladies Pa. Slovak .... 91,250 1,613,968 
Lutheran Brotherhood 3,624,224 28,011,148 
Maccabees... 1,158,948 19,319,711 
Modern Woodmen ..... 5,433,629 31,919,105 
Jr. Order U.A.M. .. 17,750 2,461,179 
Natl. Frat. S., Deaf .. 37,250 835,009 
Natl. Slovak Soc. .... 231,014 4,279,171 
Pa. Slovak Catholic 30,500 908,60: 
Polish Natl. Alliance 666,500 15,725,948 
Polish Natl. Union .... 31,500 785,943 
Polish Roman Cath. 190,750 4,730,731 
Polish Womens All. 100,350 1,464,111 
Prot. Home Circle .... 1,602,488 22,058,394 
Royal Arcanum 99,210 1,743,300 
Royal Clan ....... 24,250 519,959 
Royal Neighbors 370,500 8,125,221 
Russian Brotherhood 17,000 621,712 
Serb. Natl. Fed. ........ 100.250 1,729,971 
Slovak Cath. Sokol .. 440,645 6,556,092 
Slovak Evang. Un. ..... 60,380 2,302,796 
Slovak Gymnastic .... 24,200 923,463 
Slovene Natl. Ben. .... 358,500 9,537,276 
U. S. Letter Carriers 118,500 1,984,387 
Unity of Czech L.&M. 17,500 1,151,159 
Western Bohemian .. 72,329 1,268,967 
Wm. Penn Fraternal 1,175,200 15,525,474 
Womans Benefit _.... 458,881 11,887,106 
Women’s Cath. Order 123,750 1,597,150 
Woodmen, World 503,246 12,154,515 
Standard Life ............ 314,020 3,004,580 
Sup. Comp. Amer. .... 217,144 1,477,601 
Woodmen Circle _.... 238,692 4,497,034 
Ukrainian Natl. Aid 42,500 519,020 
Ukrainian Natl. ........ 180,000 4,564,216 
Ukrainian Work’mns. 36,800 889,297 
United Russ. Orth. .... 13,260 864,579 
Workmens Benefit .... 47,716 883,346 
Zivena Benefical 13,200 570,912 

Totals ’55 47,853,042 508,501,800 

Totals °54 41,720,109 511,887,060 


sted only when their insur- 
ance in force exceeds $500,000. 


Princeton to Publish 


Insurance Career Book 

A survey of 1,500 Princeton univer- 
sity students indicated that the average 
undergraduate has little knowledge of, 
or inclination toward, the insurance 
field. 

As a result, the Daily Pricetonian 
Publishing Co. is coming out with a 
128-page book called Careers in In- 
surance. It will be distributed without 
charge through college placement bu- 
reaus to the junior and senior classes 
of all Ivy league schools and selected 
eastern, midwestern and southern col- 
leges. Advertising space will be sold, 
and the book will have a 15,000 mini- 
mum distribution. 

The book is designed to stimulate 
the interest of upperclassmen in an 
insurance career, regardless of their 
field of study. It will consist of a few 
general articles and 30 case studies 
illustrating the various types of insur- 
ance and how the companies operate. 
Objective articles on life and other 
kinds of insurance will be contributed 
by a number of leaders in the industry. 





License New Okla. Insurer 


American Founders Life of Okla- 
homa City has been licensed in Okla- 
homa and has started business with 
$2 million in capital, 50 salesmen, and 
an office staff of 15. 

James R. Fitzgibbon, former vice- 
president of Standard Life & Accident, 
is president of the new company, John 
C. Andrews, a lawyer and secretary 
of the company, said the $2 million 
in stock had been subscribed from 3,- 
000 Oklahomans. 


Connecticut Mutual held a 12-day 
career school at the home office for 
54 outstanding new agents, who studied 
marketing techniques. 





| MANAGEMENT 
CONSULTANTS = 








BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 
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dark stone will highlight the area. The 
trunk of the Y-section will contain two 
escalators. 

The second section of the building 
will be a one-story structure to the 
left of the lobby and will house such 
facilities as employe’s dining room and 
lounge. A third section will house the 
general office area and all other work- 
ing departments of the company. This 
section will contain a court so that all 
office areas will be adjacent to win- 
dows. The building will feature exten- 
sive use of glass and aluminum on the 
exterior. 

Guarantee Mutual, founded in Oma- 
ha in 1901, now employes more than 
180 persons. It writes life and A&S 
coverage in 21 states and in Hawaii. 
In May, 1956, the company had ap- 
proximately $375 million of insurance 
in force and assets of about $100 mil- 


Guarantee Mutual’s present home 
office is at 18th and Douglas streets in 
downtown Omaha. 
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n Force 
Guarantee Mutual Plans 
eae - : 
1,613,968 <= = 
8,011,148 = 
aun tae Guarantee Mu- 
ee tual Life will 
, build this modern, 
+308'62 $1,600,000 home 
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ere of Omaha. The 
519,959 | company’s present 
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151,159 aoe 
ror Guarantee Mutual Life will begin 
,887,106 construction this fall of a new $1,600,- 
“rae | 000 home office building on the west- 
"004,580 ern outskirts of Omaha. The structure, 
rp designed to be one of the most modern 
519,020 in the nation, will be built on an 11 
pong acre track in what is now Indian Hill 
864.579 golf course, 84th street and West Dodge 
883,346 road. Most of the trees in the area will 
570,912 be preserved. 
potions The new home will have approxi- 
insur- mately 78,000 square feet of space. 
Initial planning calls for ample park- 
ing facilities. 
The building will be divided into 
: three basic areas. A Y-section at the 
aver- front will contain the lobby, reception 
rage space, board of directors room and oth- 
e of, er facilities, as well as executive of- 
ance fice space. The north wall of this sec- 

: tion of the building is to be recessed, 
nian with the overhang forming a pro- lion. 
th a tective canopy at the entrance to the 
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For complete information, 





C.L.U., Field management 





Concord, New Hampshire. 







Vt., Va. 








write H. V. Staehle, Jr., 
Vice Pres., 5 White St., 


STATES SERVED: Conn., Del., D.C., La., Me., Md., 
Mass., Mich., N.H., N.J., N.C., Ohio, Pa., R.I., S.C., 








Great Lakes General 
Agents of United Benefit 
Life Elect Kirkham 


Rush Kirkham, general agent for 
Mutual Benefit H. & A. and United 
Benefit Life at Toledo, was elected 
president of the companies’ Great 
Lakes General Agents Assn. at the 
annual meeting last month at St. 
Clair, Mich. Mr. Kirkham succeeds 
John McGurk of Indianapolis. 

Other new officers include Herschel 
R. Lamme of Dayton, treasurer, and 


Ray Carpenter of Aurora, IIl., secre- 
tary. 

At the banquet concluding the three 
day meeting, presidents of Mutual and 
United, V. J. Skutt and N. Murray 
Longworth, congratulated the members 
of the association -for their part in 
making 1955 an outstanding year for 
both companies. 





Pension Planning Co., of which Mey- 
er M. Goldstein is executive director, 
has moved from 260 Madison avenue, 
New York City, to larger quarters at 
625 Madison avenue. 















BERKSHIRE’S POPULAR 





LIFE 


NOW A SPECIAL 
_ COSTS EVEN LESS 


Always a Fast Seller... 
now it’s one of the 





top insurance buys 
in the industry! 


The ease with which a man “on his way up” can carry our “Graded Premium 
Life” has always made it a highly popular policy. Now the new low cost makes 
it even more appealing .. . more saleable . . . to the man who sees a good future 
ahead and who wants adequate, level coverage now at a cost he can handle 
now! For example, at age 30, a $5,000 policy (minimum amount), costs but 
$56.00 the first year — 50% of the ultimate level 6th year premium. Premiums 
thereafter grade up in 5 equal steps! This policy has such great appeal, because 
it is a perfect solution to the specific problems of the young family head with a 
future. See the Berkshire General Agent nearest you for all the interesting 
details on how you can get your share of this lucrative market. 


RKSHIRE 


LIFE INSURANCE CoO. 


PITTSFIELD, MASS. e A MUTUAL COMPANY @ 1851 


Life,*Annuities, Pension Plans and Accident & Sickness 
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EDITORIAL 


COMMENT 





‘The Policy That Pays You More!’ 


The Federal Trade Commission has 
said you can’t advertise that an A&S 
policy pays “up to” or “as high as” 
some stated amount unless you pay up 
to that amount for anything in the pol- 
icy—even a wart-removal job—or else 
include the complete schedule in the 
advertisement. 

Representatives of A&S_ insurers 
and FTC conferred informally last 
week on the interpretation of this rule, 
2 (b), and others. Although no def- 
inite decisions were made, FTC offi- 
cials indicated a literal interpretation 
will be applied to rule 2 (b), which was 
rewritten to be consistent with the 
commission’s ruling in the American 
Hospital & Life case, now in the proc- 
ess of appeal. The insurers, neverthe- 
less, were encouraged by FTC’s will- 
ingness to listen to them and discuss 
the situation. 

The requirement of a complete 
schedule of payments is needless and 
ridiculous. Its aim is praiseworthy 
enough—to prevent people from think- 
ing that a policy that pays “up to $500” 
will pay that much if a fancy-priced 
surgeon should decide to charge that 
figure for a trifling minor operation. 
But it should be sufficient protection 
to the public to specify in an adver- 
tisement that payments are limited by 
the schedule of fees for various opera- 
tions, as set forth in the policy. That 
was the way the rule read in the or- 
iginal FTC draft. It was. compatible 
with the National Assn. of Insurance 
Commissioners rules. 

Maybe the answer is to get clear 
away from trying to be factual and in- 
formative and follow the fanciful line 
of advertising copy that the FTC seems 
to consider non-misleading in the ad- 
vertising of other products. Like 
“Luckies taste BETTER!” Apparently 
nobody ever asks, “Better than what?” 
So an A&S advertisement that screams, 
“The BETTER policy!” or “The policy 
that pays you MORE!” should prove 
not only marvelously effective but en- 
tirely free from any trouble with the 
FTC. 

If any eccentric were so nosey as to 
ask, “pays more than what?”. you just 
answer, “more than if you didn’t have 
any insurance.” Apparently one gets 
into trouble with the FTC by trying 
to be factual and forthright in adver- 
tising. The FTC then jumps to the con- 
clusion that the reading public has no 
brains whatever and must have every 
last detail spelled out in the advertis- 
ing, even though the advertising spe- 
cifically states that the policy is the 
contract that governs the coverage. 


On the other hand, if you make 
vague and all-embracing claims the 
public is supposed to be sophisticated 
enough to know that they are just a 
copywriter’s brainstorm and not to be 
taken seriously. Yet the sales figures 
of products that are sold by that kind 
of advertising indicate that large mass- 
es of the public are motivated by it 
even though they may not be entirely 
taken in by the claims. 

Apparently the FTC considers legiti- 
mate and fair the kind of advertising 
that gets people to act without nec- 
essarily believing what they read. So 
all the A&S companies need to do to 
win the FTC’s blessing is to make their 
advertising sufficiently grandiose and 
meaningless so that nobody with a 
grain of sense could believe it literally. 
That some _ not-too-bright readers 
might get a specific and incorrect im- 
pression from such advertisng obvious- 
ly wouldn’t bother the FTC ny, judg- 
ing frcm its indulgent attitude toward 
other advertisers who employ this 
technique. 

For if the FTC really meant to apply 
the “full disclosure” principle general- 
ly, there’d be some radical differences 
in advertising subject to FTC jurisdic- 
tion. Cigarette manufacturers, for ex- 
ample, would have to reveal the chem- 
ical composition of their tobacco, with 
special mention of the percentage of 
known cancer-producing factors. Au- 
tomobile manufacturers boasting of 
their “stock” cars’ speed and perform- 
ance records would have to disclose 
how much it would cost you for the 
equipment, engine-balancing, and tun- 
ing needed to enable the car you buy 
to come anywhere close to equalling 
the advertised records of its alleged 
litter-mate. 

The prospect of having to be impos- 
sibly and minutely factual or else re- 
sort to advertising that motivates with- 
out being taken seriously is an abhor- 
rent choice. True, there is a slight ray 
of hope in the answer given at the FTC 
office to a query from THE NATIONAL 
UNDERWRITER. It was said that it would 
be all right to advertise something like, 
“pays up to $150 for gall-bladder oper- 
ations, up to $125 for appendectomies, 
up to $50 for tonsillectomies, and for 
other operations according to the 
schedule in the policy.” 

But even if that should seem like a 
satisfactory solution to the “up to” 
problem, the opinion expressed by the 
FTC source can’t be regarded as bind- 
ing on the commission, for it was only 
one official’s answer to a question that 
had not been submitted to or consid- 


ered by the FTC staff and commission- 
rs. 

All in all, the impossible requirement 
of putting the entire benefit schedule 
into any advertisement that says “up 
to” or “as high as” serves to reinforce 
dramatically the contention that the 
state commissioners are entirely ca- 
pable of handling the job of regulating 
the insurance business, including A&S, 
and that superimposition of federal 
power only causes vastly more trouble 
and confusion than are justified by 
any alleged advantages. 

It has finally become unquestion- 
ably clear that only the courts can stay 
the FTC’s widening assertion of power 
over the insurance business. Perhaps 
the insurance business was misled by 
indications that the FTC wasn’t inter- 
ested in taking over supervision of the 
insurance business. These indications 
may have been entirely correct, yet 
completely consistent with the FTC’s 
present course. 

The FTC, like any other federal 
agency or a state insurance depart- 
ment, has the job of administering the 


iv) 


laws that created it. The top men have 
a certain amount of latitude in what 
course they decide on. But they must 
have constantly on their minds the per- 
sonal and political consequences of not 
only what they do but what they re- 
frain from doing. 

It’s a lot easier for FTC commission- 
ers to endure the protests of an out- 
raged insurance industry than to be 
pilloried by crusading newspapers for 
doing less than their utmost to stamp 
out abuses that federal law could seem- 
ingly be stretched to cover. Actually, 
the FTC is in the position of having to 
assert powers that it may have honest 
doubts that it possesses—for the alter- 
native is the nightmarish possiblity of 
being crucified for falling down on the 
job. 

The likelihood that the FTC is 
stretching its powers to their most far- 
fetched theoretical limit is additional 
ground for hope that final court deci- 
sion will be one that will spare A&S 
insurers from ever being tempted 
to advertise “The Policy That Pays 
MORE!” 











PERSONALS 


Dr. Louis I. Dublin, consultant on 
health and welfare to Institute of Life 
Insurance and retired 2nd vice-presi- 
dent and statistician of Metropolitan 
Life, has been appointed president of 
the Committee to Protect Our Child- 
ren’s Teeth, Inc., New York City, 
which spreads information on fluor- 
idation of water supplies to fight 
tooth decay. 





James G. Bruce, vice-president and 
secretary of Colonial Life, has been 
designated “man of the year” by the 
Central YMCA of the Oranges and 
Maplewood, N. J., for rendering out- 
standing voluntary service to the com- 
munity. 


Wilmer A. Jenkens, executive vice- 
president of Teachers Insurance & An- 
nuity and College Retirement Equities 
Fund, has been elected to the board 
of United Medical Service, Inc., New 
York’s Blue Shield. 


Millard F. Bingham III, regional 
manager at Springfield, Ill., for Mu- 
tual Benefit Life, has been elected 
chairman of Sangamon county chapter 
of the Red Cross. 


H. Bruce Palmer, president of Mutual 
Benefit Life, was awarded Commercial 
Law League of America’s annual 
award for 1956 at a dinner at Bretton 
Woods, N. H., for his distinguished 
service in the field of commerce. 


Herman Dvval, veteran of 51 years 
as an agent with Northwestern Mutual 
Life, with the Buck agency of the com- 
pany at New York city, and Mrs. Du- 
val celebrated their golden wedding 
anniversary recently with a party at 


Westchester country club in Rye, N. Y. 
Mr. Duval has insured 4,643 lives and 
sold $53,793,834 in ordinary life since 
joining the company in 1905. 


O. Kelley Anderson, president of 
New England Life, has been appointed 
by Gov. Herter to an 8-year term on 
the newly created Massachusetts Port 
Authority, which will operate various 
transportation facilities. 


James E. Dodson, Washington, D. C., 
a director of Shenandoah Life, has been 
named one of 10 U. S. career and civil 
service men who received special cita- 
tions for distinguished government 
service. Mr. Dodson is administrative 
assistant secretary of labor. The award 
was sponsored by National Civil Serv- 
ice League and Look magazine. 


Commissioner Cad P. Thurman of 
Kentucky, who was in Kentucky Bap- 
tist hospital, Louisville, for two weeks 
for observation, has returned to his 
office and is putting in a full day’s 
schedule regularly. 


DEATHS 











ELMER D. EVANS, 72, who retired © 


eight years ago after 34 years with 
Metropolitan Life at Belleville, Il., 
died. 


ROBERT ADAMS, 69, a director of 
Equitable Life of Iowa and a wealthy 
Iowa landowner, died in Omaha fol- 
lowing his third heart attack within 
a week. Mr. Adams owned a 6,400 
acre farm near Odebolt, Ia. 


RAY C. LESSARD, 54, manager of 
the north Seattle offices of Metropoli- 
tan Life, died in a Seattle hospital af- 
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ter a month’s illness. He had been with 
the company at Portland and Salem, 
Ore., Spokane, Wash., and was trans- 
ferred to Seattle in 1945 from Los An- 
geles. 


MRS. IDA C. DENNY, 58, wife of 
Robert H. Denny, vice-president and 
a director of State Mutual Life, died 
suddenly at their summer cottage on 
Cape Cod as the result of a cerebral 
hemorrhage. 


JOHN W. SALISBURY, 48, with the 
Central Ohio agency of Northwestern 
National Life, died two days after be- 
ing involved in a traffic accident while 
driving between Columbus and Mar- 
ion, O. 


MRS. SARAH G. PETERSON, 
whose husband Carl Peterson for 
many years was supervisor of agencies 
for Northwestern National Life, died 
recently, just one day before Mr. and 
Mrs. Peterson would have observed 
their 50th wedding anniversary. Mrs. 
Peterson had been confined to her bed 
for a number of years after having 
suffered a series of strokes. 


LEROY G. STOHLMAN, 50, presi- 
dent of Aid Asso- 
ciation for Luth- 
erans, died _ this 
week. He was el- 
ected to the board 
of the fraternal in 
1939, became sec- 
retary in 1940, and 
president in 1953. 
He was a member 
of the executive 
committee of Na- 
tional Fraternal 
Congress in 1954-5 
and president of 
the Presidents Section of the congress 
this year. Mr. Stohlman practiced law 
for about a decade at Lincoln, Neb., 
after. being graduated in 1930 from 
University of Nebraska. 


DAISY D. ARNOLD, 76, mother of 
C. W. Arnold, vice-president and su- 
perintendent of agencies, Kansas City 
Life, died at St. Luke’s hospital in 
Kansas City. Mrs. Arnold was the 
widow of Wood Arnold, who, until his 
retirement in 1950 was senior vice- 
president and director of Kansas City 
Life. He died in 1951. Wood Arnold’s 
father, Henry Clay Arnold, was one of 
the founders of the company in 1895. 
Wood Arnold II, son of C. W. Arnold, 
is now with Kansas City Life, the 
fourth generation of the family to go 
with the company. 


Gillooly Heads Zone II 


Commissioner Gillooly of West Vir- 
ginia has been elected chairman of 
Zone II of NAIC to succeed the late 
George A. Bowles of Virginia. Mr. 
Gillooly was elected by mail ballot 
conducted by Superintendent Pryatel 
of Ohio. 


L. G. Stohlman 








Creates Separate 
Appointive Post of 
La. Commissioner 


The Louisiana house has passed a 
bill already okayed by the senate 
which would make the insurance com- 
missionership a separate post. It had 
been combined with the jobs of secre- 
tary of state and custodian of voting 
machines. 

An amendment was defeated which 
would have put off effective date on 
the measure to 1960, when the term of 
the present incumbent, Wade O. Mar- 
tin Jr., expires. Martin was elected to 
his posts, but under the bill the insur- 
ance commissioner and his assistants 
would be apointed by the governor. 

Gov. Long had sought the separa- 
tion, in what he said was a move to 
curb Martin’s political power. At a re- 
cent comittee hearing the two strug- 
gled for the microphone and created a 
scene of some turbulence. The legis- 
lature has boosted the salary of secre- 
tary of state to $15,000, almost as much 
as Martin’s three jobs previously have 
paid him. 

Sponsor of the measure in the house, 
Rep. Deshotel, argued that the insur- 
ance business is so important the state 
needs a full time commissioner. He 
said he had found 90% of the insurance 
people in favor of the legislation. 





Franklin Life Campaign 
Nets $15 Million 


During June Frankin Life’s agents 
participated in a sales campaign hon- 
oring the birth of J. V. Whaley, vice- 
president and director of agencies, and 
on June 20 the field men demonstrated 
their maximum capacity for sales in 
a single day by writing $15,168,000. 
The results of this unusual day was 
reported on greeting cards which were 
presented to Mr. Whaley on his birth- 
day, June 26. 

Sidney C. Ory, general agent at La 
Fayette, La., reported the highest 
number of individual sales—28 for a 
total of $152,000. 





Postpone S. C. Trial on 
Capital Life Deal 


The trial of five men on charges of 
conspiracy in arranging the sale of 
Capital Life to United of Chicago has 
been postponed until the September 
term of Richland county (S.C.) gen- 
eral sessions court. James P. Mozingo 
III, attorney for D. D. Murphy, former 
South Carolina insurance commission- 
er, requested the delay because of Mr. 
Mozingo’s ill health. Others charged 
with conspiracy are Bradley Layton 
and F. R. P. Farquhar of Columbia, 
S. C., and O. T. Hogan and Paul Tem- 
ple of Chicago. Mr. Temple will have a 
hearing this month in Chicago on 
his claim that extradition orders issued 
against him are invalid. 











The new presi- 
dent of Virginia 
Assn. of Life Un- 
derwriters, Nath- 
an Metzger, Union 
Mutual Life, Rich- 
mond, congratu- 
lates T. Nelson 
Parker, center, re- 
cently appointed 
insurance commis- 
sioner of Virginia. 
A. L. Neveux Jr., 
Fidelity Mutual 
Life, Richmond, 
past president of 
the association, 
looks on. 








































































FOR SMALL CASES= 
BIG CASE TREATMENT 





Small Group cases have a tendency to grow into 
large Group cases in today’s economy. And when 
they do grow, they stay with the original insurer 
—IF that insurer gave them big case benefits. 


Now—these big case benefits and this big case 
treatment are available on 10 to 50 life Groups 
under Occidental’s new “Group Life at 10” pro- 
gram.* 


Life insurance in amounts up to $20,000 

Instalment disability benefits up to $20,000 

Life Insurance for dependents 

24-hour Accidental Death and 
Dismemberment up to $10,000... . and 

Competitive rates with volume discounts. 


New sales kits are ready. The small group case 
that gets started with Occidental’s big case treat- 
ment will stay—and grow! 


*State law's permitting, of course. 





“A Star in the West..."%% 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 








THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking for 
@ permanent connection. 


@ An outstanding sales record—60% increase in Life Insurance sales in 
1955 over 1954. 


@ Complete line of Life Insurance contracts from birth to age 70—with excellent sales 
material. 


@ A complete Accident and Health line that includes both commercial and non- 
cancellable contracts. 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN 
LIFE INSURANCE COMPANY 
OF CHICAGO 


R. D. “Buck” Rogers, CLU Director of Agencies 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 
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PAN-AMERICAN LIFE 


urban residential areas. 


P. O. Box 219 


SALES PROMOTION DIRECTOR 


INSURANCE COMPANY of New 
Orleans has an opening in the Home Office for an experienced Sales 
Promotion man to head an established department as Director. 


Here's an opportunity for a man to step into a top position 
with a sound, fast growing mutual company that is rapidly approach- 
ing the Billion Dollar mark in Insurance In Force. 


You will be locating in a beautiful city, famous for its con- 
geniality and possessing a wonderful climate, excellent educational 
and recreational facilities, with an abundance of in town and sub- 


If you have a proven record, evidence of creative ideas and 
sales personality, send a résumé and picture, in confidence to: 


Vice-President & Agency Director 
Pan-American Life Insurance Company 


New Orleans, Louisiana 











in Ordinary underwriting. 


Chicago 4, Ill. 


HOME OFFICE LIFE UNDERWRITER 


QUALIFICATIONS: Ages 27 to 40. At least 2 years experience 


COMPANY: A Midwest Company with close to a billion in 
force located in a city with half-million population. Opening 
created through our growth pattern. Employee benefits and: 
retirement program will more than please you. Five day week. 
IN APPLYING: Give pertinent facts in first letter as to age, 
education, experience, present underwriting limits, present 
salary and salary expected. All replies strictly confidential. 
(Our personnel have been advised of this ad.) Address Box 
N-10, c/o The National Underwriter Co., 175 W. Jackson Blvd., 


Aetna Cities Campaign Winners 
Aetna Life has awarded trophies to 
William H. Mauk, Toledo; C. E. Be- 
man, Los Angeles; Douglas C. Bagg, 
Montreal, and Petro L. Patras, Chi- 
cago, for leading their regions in the 
2-week annual “early bird’ campaign. 











SPECIAL OPPORTUNITY 
FOR 
PERSONAL PRODUCERS 


In Ohio, Virginia, North Carolina, Ten- 
nessee, Georgia, South Carolina, Alabama 
or Indiana. 


If you reside in any one of these states 


If your paid business was over $400,000 
last year 


If your lapse rate was below 18% 


If you want to expand your operations 
and income 


THIS IS YOUR OPPORTUNITY 


If you would like the highest commissions 
in the industry on personal business 


If you would like to appoint sub-agents 
and, after giving them a top commission 
contract, receive an override commission 


If you would like to have these advantages 
plus group insurance, hospitalization and 
personal pension plan. With a major 
mutual company, life, group, group hos- 
pitalization, etc. Then ask about our 


EXCLUSIVE GENERAL 
AGENCY FRANCHISE 


In your first letter give (1) personal details 
about yourself (2) your life insurance his- 
tory and record (3) small photo or news- 
paper or magazine picture of self. (Not 
returnable.) 

All communications strictly confidential. 
Our field organization knows about this 
advertisement. 


ADDRESS: Box N-24, c/o 

The National Underwriter Co., 
175 W. Jackson Blvd., 
Chicago 4, Ill. 


























CLAIMS MANAGER 
HOME OFFICE 


A New York Company has opening for an 
experienced Life, Accident and Health and 
Group Claims Manager to head depart- 


ment in Home Office. 


Please give experience in each line. Replies 


kept confidential. 
Our Claims Staff is aware of this ad. 


Write Box NY-51, Advertising Dept., c/o 
The National Underwriter Co., 99 John 
Street, New York 38, N. Y. 


: WANTED 
CREDIT LIFE EXECUTIVE 


New England Life Company, with con- 
servative yet aggressive management, has 
an opening for a thoroughly experienced 
executive with a substantial record of ac- 
complishment in the credit life field. The 
man selected will be given the responsibil- 
ity of heading up and developing this 
division of our business. Especially attrac- 
tive financial arrangement will be avail- 
able to the man selected. 


Write fully and in confidence. Box N-3, 
c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 


GROUP PENSION 
MANAGER 


Large New England Company has 
excellent Home Office opportunity for 
experienced Group Pension Under- 
writer and Administrator. Our staff 
has been informed. Write Box N-32, 
c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, II. 
0000800000000 00088OOO88O8 








CAN YOU USE THIS MAN? 


A C.L.U. under 40, excellent background as 
——-. general agent and now superintendent 
of agents for medium size life company. Wou'd 
accept top or second spot in agency dept. of 
aggressive company. Address Box N-30, c/o 


The National Underwriter Co. 
175 W. Jackson Blvd. Chicago 4, Ill. 














COMPANIES ATTENTION! 


| am now a Director of Agencies with a record 
of which | am proud. Many-state experience, 
ali phases of company building. Can create, 
recruit, train, inspire, and SELL A SMALL COM- 
PANY. Under 40. Seek Top agency position and 
responsibility. Address Box N-23, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











ACTUARIAL STUDENTS 


Excellent opportunity for broad training 
in Life and Accident and Health, Ordi- 
nary and Group, with recognition for both 
professional and practical achievement. 


If interested give full resume of back- 
ground and experience. Inquiries will be 
held in strictest confidence. 


BANKERS LIFE & CASUALTY CO. 
CHICAGO 30, ILLINOIS 


Assets— Premium Income—1955 
$102,714,580 $117,718.98 
Life Insurance in Force 
$485,647,414 


FLORIDA OPPORTUNITY 
Progressive Life gee meg! desires man to organ- 
ize ACCIDENT & HEALTH Department. Knowl- 
edge of Medical Underwriting desirable. 
Excellent working conditions and stock options 
available. Opportunities for management par- 
ticipation. 

General Agencies also Available 
. Box 461, Miami 45, Florida 
Telephone: 83-1191 











MIDWESTERN CLU 
AVAILABLE 


Over I7 years as agent, general agent and 
home office executive. Desires home office or 
agency connection, preferably in Arizona or 
Colorado. If interested in a proven producer 
please submit details of opportunity to Box 
N-33, c/o The National Underwriter Co., 175 








W. Jackson Bivd., Chicago 4, Ill. 





Southeastern Actuaries 


Meet in New Orleans 

William M. Anderson, North Ameri- © 
can Life of Toronto, president of 
Society of Actuaries, discussed the re- © 
lationship of actuaries’ clubs with 
Society of Actuaries at a successful 
and well attended spring meeting of © 
Southeastern Actuaries’ Club in New 
Orleans. 

Investment outlook in the southeast 
“was the topic of John M. Hartwell, 
Vick Chemical Co., one of the princi- 
pal speakers, who said that insurance 
companies should, from their stand- 
point of long term investments, look 
more and more to equities. He corre- 
lated the growth of southern economy 
with increases of population, ascending | 
birthrate, growth in dollar income, | 
technology, and insurance in force, and | 
compared the south’s rapid advances ~ 
with the rest of the country. ' 

The problems and opportunities of © 
southern life companies were the focus © 
of various panel discussions. Charles 
Van House, Coastal States Life, led a 
discussion on “Group Plans with Less © 
than 25 Lives’; James M. Woolery, § 
Occidental Life of North Carolina, 
directed a forum on “Special Policy © 
Benefits” and another on “Competi- § 
tion and How To Meet It.” H. Carey | 
Hanlin Jr., Provident Life & Accident, © 
led the presentation of “Interim Fi- | 
nancial Statements.” Bruce Batho, Life | 
of Georgia, discussed industrial busi- | 
ness with emphasis on current mor- 
tality experience. Panel discussions on 
individual A&S insurance and on auto- 
mation were led by J. L. Kirkpatrick, 
Southern Life of Georgia, and by 
Arnold Anderson, Life & Casualty of 
Tennessee, respectively. 


Women’s Round Table 


Nominates Alberta Light 


Alberta M. Light, National Life of | 
Vermont, Detroit, has been nominated 
for chairmanship of Women’s Quar- 
ter Million Dollar Round Table, to suc- 
ceed Bertha B. Macfarlane, Pan- 
American Life, New Orleans. Elec- 
tions will be held at the annual round 
table meeting during the convention of 
NALU in late September. Margaret M. 
Vogelsang, Connecticut Mutual Life, | 
Manitowoc, Wis., has been nominated | 
for the vice-chairmanship. Slated as 
board members are Mary C. McKeon, | 
Prudential, Newark, and Thelma R. 
Davenport, Northwestern Mutual Life, | 
Washington, D. C. ‘ 

The women’s round table, founded in — 
1936 with 37 members, numbers 277 
members for the 1956-57 round table. | 


Shanley Marks 30 Years 
with Manhattan Life 


Vincent T. Shanley, assistant control- 
ler of Manhattan Life, was inducted in- } 
to the home office’s 30-year club at a | 

{ 


eens 











luncheon where he was awarded his 
membership card by Thomas E. Love- } 
joy Jr., president of the company. ] 
Mr. Shanley, who served in the air 
force for 34% years during World War | 
II, was appointed assistant to the sec- i 
retary in 1953 and assistant controller 
last February. 
Charles W. McKeone, general man- . 
ager of the Ranni agency in New York i 
City, has completed 15 years with the | 
agency. He entered the business with © 
Equitable Society in New York in 1921. 





C. of C. Offers Retirement Book 


U. S. Chamber of Commerce insur- 
ance department has published a book- 
let, Look Forward to Your Retirement, 
which is being distributed to insurance 
members to obtain wide circulation. It 
was written to encourage and help 
workers think and plan at an early age 
for retirement. 
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_on A&S Ad Rule 2(b) 


(CONTINUED FROM PAGE 1) 

the courts are likely to grant it. The 
FTC could well be reasoning that by 
claiming the widest conceivable degree 
of jurisdiction (1) it might be lucky 
enough to get the courts to agree or 
(2) if the courts only go part way 
they are likely to go farther than if 
the FTC were more modest in its 
claims. 

Consequently, insurers that attempt 























Celebrating its SIXTY-FIFTH 
year of professional insurance 
guidance and service to the 


people of New England. 

















eventually find the courts deciding 
that these companies needn’t have 
made it so tough for themselves. 

Information emanating from the 
conference, which was held late last 
week, is that even if the FTC should 
be inclined to let up a little on rule 
2(b) it would be strategically unwise 
for it to do so while the American 
Hospital & Life case is still pending. 
That case involves FTC’s insistence 
on complete disclosure in advertising 
and it was to make rule 2(b) con- 
form with the FTC findings in the 
American H.&L. case that the original 
draft was tightened up. 


Obviously, if the FTC can win the 
American H.&L. case under an ex- 
tremely strict interpretation of the 
law it would mean a great deal more 
to the commission’s future policing 
power over the insurance business 
than would winning under a softer 
and perhaps less definite interpreta- 
tion. With such a win under its belt, 
the FTC could then, if it should choose, 
ease off in the harshness of its present 
interpretation of rule 2(b) but with 
the assurance that it could always 
tighten up again without having to 
go to court to establish its right to do 
so. 

However, the remote possibility that 
the FTC might eventually relax its 
tough interpretation of rule 2(b) is 
scant help to A&S insurers that stand 
to lose millions in the aggregate be- 
cause of having to scrap advertising 
and other sales aids based on the 
earlier version of rule 2(b). Many 
companies, having imminent deadlines 
under state codes requiring much the 
same disclosures as the earlier rule 
2(b), went ahead and had advertis- 
ing and other material printed up to 
conform to what it was presumed the 
final FTC version would be. 


The FTC lawyers are reported to 
have listened sympathetically to ac- 
counts of the costs that would be in- 
curred in scrapping the advertising 
that has been prepared but the argu- 
ment didn’t even come close to im- 
pressing them as a reason for inter- 
preting rule 2(b) any less strictly. 

It is understood that the FTC legal 
staff is going to prepare memoranda 
for the commission’s guidance in the 
interpretation of rule 2(b) in various 
specific situations. 





Portland CLU Elects Muir 


Portland (Ore.) CLU chapter elected 
Newton M. Muir, Sun Life of Canada, 
president; Frank H. Plaisted, Aetna 
Life, vice-president, and Richard An- 
drew, New York Life, secretary-treas- 
urer. Retiring president is Dean Con- 
way, New England Mutual Life. 





Eastern N. C. CLUs Elect 


Eastern North Carolina CLU chap- 
ter has elected H. Gray Hutchinson, 
Penn Mutual, Raleigh, president to 
succeed Erwin T. Ridgeway Jr., New 
York Life, Raleigh. Others elected were 
Carver J. Peacock, Prudential, Dur- 
ham, vice-president; Lucian A. Pea- 
cock, Prudential, Raleigh, secretary, 
and B. B. Plyler, New England Life, 
Wilson, a director. 





Carolina CLUs Name Ingram 


J. Berkley Ingram Jr., Massachusetts 
Mutual, Winston-Salem, has_ been 
elected president of Central Carolina 
CLU chapter at Greensboro. Wilburt 
Carter, Southern Life, Greensboro, and 
Paul Owens, Prudential, High Point, 
have been elected vice-president and 
secretary, respectively. 
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When State Mutua... 


TALKS ABOUT SUPER SERVICE 
WHAT DOES IT MEAN? 


Well, let’s put it this way. Remember not so long ago 
when it was a real chore to do the week-end shopping involv- 
ing separate calls at the fruit stand, grocery store, fish market, 
bakery, etc.? It seemed to kill a whole Saturday afternoon. 

Because people demanded faster and more efficient service 
the super market was born, making it possible for shoppers 
to buy all of their food in one place. 

In the insurance industry, you might say State Mutual's 
nationwide agencies are something like these super markets. 
Every type of personal insurance—ordinary, group and non- 
can sickness and accident—is available in our ‘‘one-stop” 
agencies. 

And you'll like the reception you get from our technicians, 
be your case small and routine or large and complicated. 
We'd like you to try our super service. 


STyTE MUTUAL LIFE 


OF WORCESTER. pce \ompany 

























How To Be A Better Life Insurance Salesman 


—a brand new book (this is the first announcement of it) by 
Edwin R. Erickson, life and qualifying member of the Million 
Dollar Round Table. In commenting on the author and the 
book, Mr. Paul F. Clark, president, John Hancock Mutual, 
wrote: 

“Tt is my good fortune to have known Ed Erickson for more 
than 30 years. Over all these years, a well defined philosophy 
of selling has guided his outstanding agency in all of its 
activities. It is this philosophy of selling which Mr. Erickson is 
passing on in this book to other life insurance men and women 
in the hope that they may enjoy a fuller and richer life.” 

Sixty-four pages of insvirational, profitable reading with the 
emphasis on selling. Single copy, 90¢. 
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NALU Renews Opposition to Jumbo Group Plans 


(CONTINUED FROM PAGE 1) 





the enactment of the $20,000-$40,000 
formula. Without their support of the 
formula, it may become necessary to 
seek other legislative or administra- 
tive means of accomplishing the result 
to which all major life insurance asso- 
ciations and the National Assn. of In- 
surance Commissioners have long 
since given their endorsement.” 

The NALWU statement makes it clear 
that the association has not adopted 
a harshly restrictive stand on group 


term coverage, even though some in- 
dividuals in the business contend that 
group should remain nearly an em- 
ployer-provided mechanism to elimi- 
nate the necessity of “passing the hat” 
to help surviving dependents of de- 
ceased rank and file employes. 

“We believe that it is unquestion- 
ably proper to extend group coverage 
to highly paid executives in amounts 
that bear some reasonable relation to 
their compensation” the NALU state- 








GUARANTEED RENEWABLE 


*A new Midland policy offering INCOME PROTECTION against total disability 


due to SICKNESS as well as accident. 


*LOSS OF TIME benefits payable to AGE 65, normal retirement age, for either 


accident or sickness. 


*WRITE for full information today—This is but one of a complete portfolio of 
highly competitive A&S and life contracts offering liberal commissions. 


WRITE H. SMITH HAGAN, PRESIDENT 
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ment continues. “At the same time, 
however, it is our opinion that in es- 
sence group term life insurance is a 
form of social insurance. Like all social 
insurances, its principal aim should be 
to provide a basic layer of economic 
protection for dependents of employes 
in the lower economic strata. In keep- 
ing with this concept, the amounts of 
coverage provided should be geared 
primarily to the needs of such em- 
ployes, rather than to the needs of 
those in the highly paid brackets, who, 
even in these days of burdensome 
taxes, are quite able to provide for the 
financial security of their families. 

“We believe that the foregoing 
points are appropriately recognized by 
the so-called 20-40 group amount lim- 
it formula, devised by NALU, Ameri- 
can Life Convention and Life Insur- 
ance Assn. of America in 1952, and 
subsequently incorporated into the 
National Assn. of Insurance Commis- 
sioners model group life insurance defi- 
nition and standard provisions.” 

Discussing possible adverse tax leg- 
islation, the NALU statement ex- 
presses the fear that “the growing 
trend toward excessive amounts of 
group insurance on the lives of highly 
compensated employes may jeopardize 
certain -tax advantages that are now 
very properly accorded not only to this 
particular type of insurance but to 
ordinary life insurance as well.” 

In this connection the statement 
notes that income tax regulations, in 
recognition of the socially desirable 
role that group plays in contributing 
to the financial security of families of 
deceased employes, not only permit an 
employer to deduct his premiums from 
gross income as a business expense 
but also allows covered employes to 
exclude such premiums from their 
own taxable incomes. 

“We question whether the Treasury 
will long maintain its benevolent atti- 
tude toward the tax-free status of 
these premiums when it is becoming 
increasingly apparent that the princi- 
pal beneficiaries of its present policy 
are highly compensated executives,” 
the statement declares. 

“Further, we are aware of the fact— 
as is the Treasury department—that 
in recent months a number of owners 
of large group life certificates have 
attempted to make inter vivos assign- 
ments of such certificates to members 
of their families, presumably for the 
purpose of removing the insurance 
proceeds from their taxable estates 
under section 2042 of the internal rev- 
enue code. 

“In our opinion, Congress never in- 
tended that the tax relief provided by 
section 2042, which is completely jus- 
tifiable in the case of ordinary life in- 
surance, should extend to group term 
life insurance, particularly since the 
latter is purchased with tax-free dol- 
lars. 

“It would be unfortunate indeed if 
these attempted assignments of group 
certificates were to precipitate a re- 
view of section 2042 by the Treasury 
department and/or Congress, as has 
been rumored from time to time. Such 
a review quite conceivably might re- 
sult in an across-the-board restora- 
tion of the old, unfair ‘premium pay- 
ment test’ for the elimination of which 
the life insurance business—and par- 
ticularly NALU—fought so long and 
hard. Cbviously, restoration of this 
test would work a severe injustice on 
the owners of ordinary life insurance.” 

As an example of how the writing of 
excessive amounts of group term life 
tends to obscure the need and lessen 
the demand for “the sounder protec- 
tion that only permanent personal life 
insurance can provide,” the NALU 


statement cites “the case of a General 
Motors dealer in a midwestern com- 
munity who upon acquiring $100,000 
of cheap term coverage, decided to 
surrender the bulk of his personal life 
insurance. 

“We think that this man made a 
great mistake—possibly a tragic mis- 
take—that was directly inspired by an 
excessive amount of group term life 
insurance,” says the NALU statement. 

Does the writing of excessive 
amounts of group term coverage tend 
to undermine the agency system? Here 
is what the NALU statement says 
about that: 

“Many group-writing companies de- 
ny that the writing of large amounts 
of group term coverage on individual 
lives adversely affects the sale of or- 
dinary life insurance. Indeed, these 
companies frequently contend that 
such group coverages tend to increase 
ordinary sales. We do not question the 
sincerity of these companies in ex- 
pressing such views. However, we very 
definitely question the soundness of 
their conclusions, for we know of no 
reliable evidence that group insurance 
sales, generally speaking, stimulate 
ordinary sales. Rather, it is our belief, 
that the substantial increases in the 
sale of ordinary life insurance that 
our business has been experiencing 
are principally attributable to our con- 
stantly expanding economy. Even 
more important, such companies must 
know—as we surely do—that they 
have failed dismally in convincing 
their own agency forces that their con- 
tentions are valid. 

“We think that it may be said with 
much justification that companies 
which write excessive amounts of 
group term coverage are—as a prom- 
inent agent recently put it—guilty of 
‘eating their own young.’ We believe 
that these companies are extremely 
myopic in their failure to recognize, 
this: That they will always be ham- 
pered in their efforts to install the all-} 
important ingredients of loyalty and) 
enthusiasm in their field forces so long} 
as they continue to engage in practices 
that tend to narrow and undercut th 
market which their agents have beet] 
trained to serve and have been serving! 
admirably. 

“They apparently have lost sight off 
the fact that our business has become 
the important public service institu- 
tion that it is today largely because of 
the development of our modern and 
efficient agency system.” E 

t 





Emphasizing that it doesn’t want 
point the finger only at group-writing 
companies, NALU says that “we rec 
ognize that in many cases the practic 
against which this statement is di- 
rected result from strong employer de- 
mand and other pressures that well up 
in such a highly competitive and dy-' 
namic business as ours. We also recog- 
nize that agents themselyes ma 
frequently be responsible for suc 
practices.” 

Declaring that the 20-40 formu 
provides the solution best suited to th 
needs of the life insurance busine: 
and the public, and expressing regr 
that the formula has thus far be 
enacted in only 20 jurisdictions, whil 
some of the most important industri 
states still have no group limits at a 
NALU warns that if the compani 
that have been opposing the 20-40 lim 
it do not desist in their oppositio 
“without their support of the formul 
it may become necessary to seek oth 
legislative or administrative means 0 
accomplishing the result to which all 
major life insurance associations and 
the National Assn. of Insurance Com 
missioners have long since given theif 
endorsement.” 
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A realistic approach to the greater needs of 
today’s home-owning families, with realistic 
coverages coupled with modern, fast moving 
sales techniques, is one of the many reasons 
why Inter-Ocean’s place in the mortgage pro- 
tection picture is becoming more and more 
prominent. 


Up-to-date packages such as Inter-Ocean’s 
total needs Family Protector, are making it 


infinitely easier for Inter-Ocean agents to 
provide broader coverages designed for the 
increasingly bigger job a family’s insurance 
dollar must do. 

That’s why Inter-Ocean is very much in the 
picture, and why alert Inter-Ocean agents are 
reaping long-range rewards in the field of 
mortgage protection. 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 





INTER -OCEAN 





PERSONAL PROTECTION SINCE 1903 


COMMERCIAL © WEEKLY PREMIUM 
ORDINARY © GROUP 





"We like the recommendation somebody 
oncé made--—if you can't put fire into your 
sales talk, put your sales talk in the fire. 


"Speaking of fire, North American 
field underwriters are really fired up 
over that new non-can S&A policy of ours—- 
the contract that's guaranteed renewable 
to 65. It's the old story all over 
again--it takes quality tools to build 
a quality business!" 


NORTH AMERICAN 
Fife and Casualty Zampany 


HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND, President * J. E. SCHOLEFIELD, Vice President—Director of Agencies 


LIFE « ACCIDENT- SICKNESS + HOSPITAL- GROUP 











MR. BROKER... 
got 30 seconds ? 


That’s all the time it will take to check that these 
are better term rates than any you have been able 
to offer... 'til now. 





$100,000 
Age 30 Age 40 Age 50 
5 Year Convertible Term $515 $695 $1,385 
5 Year Renewable Term $595 $825 $1,605 


RATES NOT QUITE SO LOW ON SMALLER AMOUNTS, 
BUT STILL MIGHTY, MIGHTY COMPETITIVE. 


Fantastic? Not at all; No tricks, no catches; we just welcome term insur- 
ance, that’s all . . . and substandard as well as standard. 


If you live outside the ten Provident States*, sorry . . . we cannot be of 
service. If you do live in one of our states, contact any of our General 
Agents, or write direct to: 


~The PROVIDENT 


of Life Insurance Company 
Bismarck, North Dakota 
JOSEPH DICKMAN, Agency Vice President 


Life +» Accident + Health - Hospitalization 
Annuities «+ Pension Trust 


* Minnesota, North Dakota, South Dakota, Idaho, 
Montana, Washington, Wyoming, Oregon, California, New Mexico. 





















This full-page ad is appearing 
Dy 54,714,034 times...to help set up 
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Modern policies for modern needs include Ordinary Life Insurance, Group Insurance, Accident and Sickness Insurance and Pension Trusts 


